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For the beginning of our 1924 
program, we’are offering fifty- 75 FULTON ST., NEW YORK 


five unusual opportunities. 
In fifty- five cities having over 10,000 population, we are UNDERWRITING MANAGERS for 


going to appoint representatives. They will be men who have THE UNITED STATES and CANADA 


“made good” in this or other lines, but who realize the advan- 
tages of this offer. They will be men who are bound to succeed. 
To such men we offer exclusive agencies in the following cities: FOR 


PENNSYLVANIA MICHIGAN OHIO WISCONSIN ILLINOIS 
Chester Detroit Akron Kenosha Decatur 


Easton Grand Rapids Canton — LaCrosse oe St. Louis RAIN INSURANCE EXCESS COMPENSATION 


_ — et — Z loline 
jarrisburg alamazoo evelan shko: ockford 

Hazleton Lansing Columbus Racine Springfield “Inland Lloyds” CASUALTY COVERS 
McKeesport Muskegon Dayton Sheboygan’ NEW HAMP- 


TTT TT iP PAO) TET 


eading Pontiac Springfield Superior 
—_—— Saginaw Youngstown eur of New York 
ork 


Manchest * 
INDIANA| TENNESSEE KANSAS Security Mutual Casualty Co. 


Anderson Chattanooga Kansas City Cash Deposits in 

East Chicago Memphis Topeka i e E OF CHICAGO 
Evansville Nashville Wichita New York State 
Indianapolis CALIFORNIA 


Muncie Fresno = ~ 

Toss itom a ssiaiasctiinte Assets $6,800,000 
COMMUNICATE AT ONCE WITH THE HOME OFFICE 

FOR PARTICULARS Duly organized, approved Surplus $2,210,000 

and licensed by the Insur- 


INTER- STATE York. eee oe Surplus and Reserve $6,200,000 
BUSINESS MEN’S ACCIDENT ASSO. 


The Oldest ec acm of its Kind in America ALL FORMS OF INSURANCE STRONGEST CASUALTY 
Brown Hotel Building, DES MOINES, IOWA ACCEPTED COMPANY IN AMERICA 


ERNEST W. BROWN, Sec’y-Treas. 
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A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


Sl 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency materia). 
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Reliance Life Insurance Company 
PITTSBURGH, PA. 
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HEALTH AND ACCIDENT UNDERWRITERS MEET 


James F. Ramey Addresses Members on Danger of State Control 


HICAGO, March 4—A_ large  attend- 
ance is expected at the mid-winter sessions 
of the Health and Accident Underwriters 
Conference, which opens a two-day meet- 
ing at the Congress Hotel here tomorrow, 
although comparatively few, aside from 
the members of the executive committee, 
are here tonight. An interesting program 
has been arranged ior the two days, together with the usual 
social features, which include a dinner in the Florentine 
Room of the Congress Hotel, Monday evening, 

A meeting of the executive committee was held this evening, 
at which routine matters only were discussed, and which was 
open to all members already here who are not on the committee. 
committee were 


The. following members of the executive 


present: C. O. Pauley, chairman Great Northern Life Insur- 
ance Co., Chicago, Il.; John Patterson, Massachusetts Bonding 

Bowlby, Fidelity 
Mich.; George R. 


and Insurance Co., Saginaw, Mich.; E. C. 
Health and Accident Co., 
Kendall, Washington Life and Accident Insurance Co., Chi- 
cago, Ill.; W. W. Powell, Southern Surety Company, Des 
Moines, Iowa: J. W. Scherr, Interocean Casualty Company, 
Cincinnati, Ohio; W. W. Dark, American Liability Company, 
Cincinnati, Ohio. 


Benton Harbor, 


Others already here include: FE. C. Budlong, Federal Life, 
Chicago; Ben Haughton, International Travelers Association, 
Dallas: F. J. Tharinger, Old Line Life, Milwaukee; C. H. 
Diachess. acacia Casualty Co., Indianapolis; H. H. Shomo, 
Di... Casualty Co., Reading ; J. J. Helby, Federal Casualty 
Co, ibe iihoe: Bayard P. Holmes, Hooper-Holmes Bureau, 
New York: G. E. Marsh, Federal Savings and Insurance Co., 
Indianapolis. 


WeEDNESDAY MorNING ACTIVITY 

James F. Ramey, secretary, Fidelity, Life and Accident In- 
surance Co., and ex-commissioner of Kentucky, delivered an 
address entitled, “Supervision vs. Control,” when the conven- 
tion proper opened on Wednesday. 

He began by mention of the present situation in national 
affairs with regard to the charges and counter charges involv- 
ing men in high places. This he claims cannot and will not last. 
Ile quotes Mr. Coolidge’s words, “The forces of evil do not 
long triumph; the power of justice cannot long be delayed.” 

These maxims he cleverly applies to the present insurance 
situation. Do not carry standardization too far is Mr. Ramey’s 
plea. The people of this age are all too ready to think, act in 
herds and mobs, and passively submit to the impractical 
dreams of idealists who know little of the thing they are trying 
to correct. Mr. Ramey does not mean by this that the insur- 
ance men of this country object to intelligent 
Quite to the con- 


supervision of 
their activities by the constituted authorities. 
trary, they welcome such supervision, but they do object to the 
growing tendencies of legislative bodies to control insurance. 
Mr. Ramey gives an example of this controlling tendency. 
“In my State, insurance companies pay into the State treasury 
one-half as much as all the State taxes on all the buildings and 
lots in all the cities and towns in the State, and more than all 
the railroads pay on both their tangible property and franchise 
assessments. What is true in Kentucky is true in most other 
States, and I have reached the conclusion that it is unfair to 
insurance companies and unjust to policyholders to exact a 
greater tax than an amount adequate for the expenses of in- 
telligent and competent supervision.” 

As an example of the great strides taken to keep up with 


(Continued on page 23) 
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THE MAKING OF THE FIRE INSURANCE RATE ie 
price 
ly : io Four : 
Ldward P. Hardy, fisistant Manager, Ner York Fire Insurance xchange s 7 
es - T 
Sixteenth Article 
Early R Maki he Pacific C | 
arly hate Making on the Facilic Coast 
Prior to the discovery of gold in California, the insurance Steam Engine Charles | 
business on the coast was not large, but the increase in popula- a to Stock in same building .................. 25 Robert V 
3 : at : PERERA 51a o's are rosatovs a cort sisieln pete e iar octeeas ate ee eich eee ee 
tion and growth in wealth produced conditions which made , Sinlto T 
insurance an important factor in the commercial life of the ! Breweries r 
oS : eh IB rewWetes ss tiCKar caster rertacocisete aera bree eee eee ee 
coast. The method, when things commenced to be stabilized, Ee NS LOL a COE N 
is shown by the agreement as to conditions and rates adopted ; Insuranc 
: i ; ui eee si te Livery Stables Sole S 
by the agents in San Francisco and the State of California in Livery Stables, Brick 20000 sags Pa 
1860 to become effective on the Ist of January, 1861. a Copyrigh 
5 € 
We, the undersigned agents of the several fire insurance companies, Lumber ese 250 — 
2 j : ; as : : ie K a ce ee, ek eo 200 Vou. C- 
doing business in the city and county of San Francisco and State of —— 
California, hereby agree, and pledge our honor as gentlemen, to adhere Vessels and Cargo 
strictly to the following rates, as minimum rates of premium; and that Vessels and Cargo, in Port, not exposed by frame buildings.... 150 HOI 
we will neither directly nor indirectly depart from said rates, nor allow Sugar Refinery X 
any person or persons in our employment to depart from said CMO OY Gena Mier moos sin so-so ne do 05 9s eee Ra ised 400 
the remitting of any part of the premiums, or by remitting of any por- me 
. ¢ Ce ae =a one Be Wine Si eae oe Steamboats ouidan 
tion of the agent’s commission, or by any means whatsoever. It is : : : é guide 
as : ‘ j SEAT DO AES eo VAt RTD eee, <5 coo as siecle ren rea eee a ee 
understood that these rates of premium are to go into operation on the “ NE NR co ax cx cot intaseuaenien oaGa ene “How 
Ist of January, 1861. : ander 
; : Tanneries ander 
Minimum Rates for Fire Insurance—Buildings CNT = oie nisin wane tana naw reek andes Sas ee an ees 400 tu TH 
Rate how i 
i S f bri rick Dwelling 100 
First Class—Brick or Stone—Roof brick, gravel, cement, slate, cer Nala ; Bric lid is ifn $ 
his. 5 35 feet from wood base Re tO ERR ARR Te 7)- this se 
or metal. All openings protected by iron covers or shutters. Sas idedion col Seviede ve : 
Cornices of brick, stone, or metal, front and rear. Fire SEER SRT Te ONS O B OS Sag se me tere of this 
. F - : Furniture in same ...... Ste ieee Oa otra eee 
walls extending two feet above the roof. Walls, in ac- then Gutont, bes then < Sect tees Sel. 100 his 
cordance: with the City Ordinance. ......./0..0066s008 sees 75 Sucaitene ; 2 te a eee 1, 
Second Class:—When deficient in any one or more of the speci- eer to kno 
fications of First Class, but without wooden buildings on Frame Dwellings—Lathed and Plastered is equ 
either isde .........+... +0005. FeheR Swen t Hee ES eee 60 feet distant from wood SOD COR Dance Oooo CSO NCSU 100 whet 1 
| Nore:—Buildings of this class ie be rated as first class, 20 “ ‘“ PRR ON PCO re te ne eee = 5 51- , 
when 25 feet distant from other buildings. | 10 “ “ “ A Senne ORI TS Inert nc Wn one nee agreed tp! ie The: 
Third Class——Same specifications as second class, when adjoin- All under 10 feet considered as adjoining. ders 0! 
IS CID ITEINAIEIOS - yaoicisin as icin woos Gia es ose ecculewererier LES Te FUL OUTS, EINE GEIS Ba soca cos cscs ctor ns oteuara ation eyshore ones ty2ieicie! 8-4 sme women 162% ; 
2 fi Lee re re Cr ACR Cone Cn err 172 point ¢ 
a Merchandise 3 “ pene Cte ree Trem er rere NE 
Meee gS AOlASS OMNIS oc cus snseu TA GOA sanoiaveneiassae, SOO 4 ESA CA en EEG Mee Pesce 1 UN ra Var 
RSP eSOCONG MASS ayes ce - ace wieiorsieia se: ies ee ee ee ee 1124 Ss i aii mem 
ET ON Cr er eee eee rE Te 6 «“ “6 23 F insurat 
ze « ‘ 937, 
Extra HAZARDS : re J z Seal Seba ORR GA RL PRN AE Oe OR PID OCR ATES Gahanna = 
The following trades and occupations, goods, wares, and merchandise, es ; : ; 
hall | 1 with tl ditional TP ee ae ee Brick dwellings, or brick fire walls intervening, the exposure 
S f “narge be < preml 5 specine ae ying ° 
shall be charged with the additional premiums specified i low eaieeis aed ie rae HI 
list, above the basis rate on merchandise: % : eae ; ; . 
Rate Frame dwellings adjoining brick, and without other exposure, } lis 
China, Glass, and Grocery Ware ..............cecceceeceeeees 25 within 60 feet aes Ta on life 
Cabinet Makers’ and Furniture Stock 25 Furniture in frame dwellings, same rate as building. Some 
Drug Stores, Wholesale 5 Churel ia 
Add to the rate of building a ; 50 fe wurcnes ‘i in ligh 
Drug Stores—Retail—Where prescriptions only are made up. 25 nae Seg a ee ee fe consent 
Book Binderies pt elena Oi ees Ok ohare St nha METAN Weeratae eis eS) sheer a ee nn ee <0 sities 
Add to the rate of the building ...................000- 25 APRON: “AGGIUIONAL «5 64 Saas 5:05 ave.e ein aiaveislais aise sis ne selesieineings susieores 5 ATOR 
Daguerreian Galleries 2 25 Rates for periods less than one year to be the same as the the stre 
Add to the rate of the building 25 New York short rates he f 
Millinery Stock 50 C | | 1 t id to tl t ° furniture or e tou 
Hotel Occupancy .... Bsc tasetis Loca tina tenses aan nO ig Pt when used, to add to the rate on premise 25 
Add to the rate ‘ol building Gee ICSE R San ae: itary Meso hes MU 50 ROC BREE LECCEEER ECCLES ee ee 
Hotel Furniture, to be charged above the rate on Hotel........ 25 Risks in Sacramento, Marysville, and Stockton, taken at same rates ® HI 
Merchandise in Stores, in Hotel — De ee eet eee eS 25 in San Francisco. ; i m 
Restaurant occupancy ... 50 Rates for Country Towns (other than Sacramento, Mary sville, bon ihe ae 
Add to the rate of the building 25 Stockton), or Country, to be 50 per cent. higher than in San Francis¢ me Aes 
Bakeries .... mise attests auelans 50 Stamps to be charged additional to premium. in the 
Add to the rate of the building ..... See errr an. : Ce ; ; ; ; } oo eel 
Carriage Manufactories, to be charged niaaie the rate on ordi- Nore:—A brick building, with solid wall intervening, exposure cowl nper 
nary merchandise ... SE te RET een er 0, from the same. ee Colum] 
Add to the rate of shu building gst 200 Each occupancy on the ground floor of wood stores 1s rate 
Printers, to be charged above the rate on ordinary y ’ merchandise. 25 separate building. 
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HOW NOT TO SELL INSURANCE 

NE of the volumes in William Alex- 
ander’s educational series for the 
ouidance of life underwriters is entitled 
“How to Sell Insurance.” Mr. Alex- 
ander has contribute 
ty THE SPECTATOR a series of articles on 
how not to sell insurance. The first of 
this series will be found’on another page 


now consented to 


of this paper. 
It is important for the life underwriter 
to know what to do and what to say. It 
is equally important for him to know 
what not to do and what not to say. 
These articles will deal with the blun- 
ders of insurance salesmen, and will also 
point out the errors of salesmen in other 
lines of business, when such errors will 
serve as warnings to canvassers for life 
insurance. 
INSURANCE FABLES 
HE Spectator Company 
lished 


has pub- 


serious books 


Alexander. 


number of 
on life insurance by William 
Some of work is 


this author’s current 


in lighter vein. He has, for example, 
to contribute to THe Sprc- 
Fables “for the man in 
The first of this series will 


consented 
TATOR a series of 
the street.”’ 


be found on another page of this issue. 





HERE is evidently a great deal 

misunderstanding abroad regarding 
the desires of various interested parties 
in the matter of a suitable workmen’s 
compensation for the District of 
Columbia. There are now before Con- 


law 


gress two bills, one known as the Fitz- 
gerald bill, after its author, Representa- 
tive Roy J. of Ohio, and the 
other as the Underhill bill, 
after its author, Representative Under- 
hill, of The Fitzgerald 
bill provides for a governmental mon- 
while the Underhill bill is pat- 


Fitzgerald, 
also named 


Massachusetts. 


opoly, 


terned after the Massachusetts law, 
generally considered to be an excellent 
piece of legislation and in every way fair 
to all parties concerned. Trouble has 
arisen over the reputed statements of the 
the Fitzgerald bill that its 


opponents are opposed to the principle 


backers of 
of workmen’s insurance. 
This 
charge to make and resulted in much un- 


compensation 


was an extremely unfortunate 


necessary bitterness. There is no evi- 


dence to show that there has been any 
opposition to the Fitzgerald bill because 
it provides compensation insurance for 
the workmen of the District of Columbia. 
The opposition is against the principle of 
It is 
proper and right for the government to 
the 
people but it is not proper for it to main- 


governmental monopoly. perfectly 


enforce protection for working 
tain a monopoly of the business result- 
It is 


sufficient for the government to provide 


ing from such enforced protection. 
a fund which may be used by the in- 
surers should they so desire. But if they 
prefer to insure in private concerns, or 
they 
most certainly be allowed to do so, under 


to become § self-insurers, should 


restrictions which will make financial 


security certain. The desirability of 
workmen’s compensation insurance has 
long been recognized, not only by work- 
but also by employers 
But the 


desirability of State monopolistic funds 


men themselves, 
and by business men generally. 
has never been recognized and never will 


be, outside certain socialistic circles 


where idealism takes sway over practi- 


cality. 


HE right of an insurance company 

and its agents to jointly agree upon 
a satisfactory rate of commission without 
interdiction from third party was 
vindicated in a decision handed down by 


the Federal Court at Indianapolis re- 


any 


cently. Three judges, after hearing 


lengthy discussion of the legal questions 
interlocutory injunc- 


involved, granted 


tions restraining enforcement of an order 


5 


promulgated by Thomas S. McMurray, 
Jr., Commissioner of Insurance for In- 
diana. The order sought to fix a maxi- 
mum rate of commission to be paid to 
agents for the transaction of insurance 
business throughout the State and would 
have established a precedent not at all in 
keeping with that spirit of fair play 
which is justly supposed to characterize 
American institutions. The hand of 
government, so long as it acts as an in- 
strument of guidance, is a desirable fac- 
tor capable of much good. But when it 
becomes a mailed fist, falling directly 
upon the private enterprises of the na- 
tion’s citizenry, it is a menace to the com- 
mercial welfare of the people. The 
of the Federal Court are to be 
commended upon the stand they have 
taken in this instance and it is to be hoped 


judges 


that their ruling will be a warning to 
with or without an ulterior 
motive, would have the highest authority 
in the land wrap the body of business in 


those who, 


the red tape of regulatory interference. 


THOMAS Z. FRANKLIN MADE 
MANAGER 


Heads Special Hazard Department of Auto- 
mobile Insurance Company 


Thomas Z. Franklin, former assistant man- 
ager of the Western division of the Automobile 
Insurance Company, with headquarters in Chi- 
cago, has been transferred to the home office 
at Hartford, where he will become manager 
of the special hazard department, to supervise 
the underwriting and direct the operations of 
engineers in connection with large unsprinklered 
risks. 

A graduate of the University of Kansas and 
of the Iowa State College, Mr. Franklin came 
to the A&tna affiliated companies in 1919, when 
he was assigned to the Chicago office as special 
representative of the service department of 
the Automobile Insurance Company. This 
assignment later led to the promotion whereby 

became assistant manager of the division. 
In 1903 he entered the employ of the Under- 
writers Bureau of the Middle and Scuthern 
States in New York. He remained in that 
position until 1906, when he joined the Under- 
writers Association of the Middle Department 
as chief engineer, acting in that capacity until 
1913, when he went to Chicago as general in- 
spector of the improved risk department of 
the New York Underwriters Agency, later be- 
coming special agent. 





Assistant Actuary Needed 


One of the smaller Eastern life insurance 
companies is advertising, in this issue of THE 
Spectator, for an assistant actuary. Ap- 
plicants must be associates of the Actuarial 


Society of America. 
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DEPARTMENT CLEARED 





lowa Commissioner Defended for 
Company Rehabilitation 


WILL CONTINUE TO INVESTIGATE 
MERGERS 
Legislative Committee Will Look Into 
Charges Made by Senator McIntosh 

Des Mornes, Iowa, March 3.—For the past 
ten days a committee of the Iowa Legislature 
has been at work upon an investigation of the 
Jowa Insurance Department and it is expected 
that its activities will be broadened shortly to 
include recent mergers of fire and life insur- 
ance companies. 

The investigation of conditions that clustered 
about the North American National Fire of Des 
Moines which afforded the basis of the 
charges against Commissioner W. R. C. Kend- 
rick of Iowa completely vindicated that official 
and the members of the committee have ex- 
pressed themselves as convinced that he ren- 
stockholders as 


dered a valuable service to 


well as to all insurance activities. 


BEGINNING OF DIFFICULTIES 

lowa’s insurance muddle had its inception 
early in September when Commissioner 
Kendrick was informed that high-pressure stock 
salesmen were out over the State each equipped 
with a list of the stockholders of the following 
lowa Bonding and Casualty Com- 
pany, Des Moines; the Hawkeye Securities 
Fire, Des Moines; Central National Fire, Des 
Moines; Central Federal Fire, Davenport; Des 
Moines Life and Annuity, Des Moines; North 
American National Fire, Des Moines, and the 
Great Republic Fire, Des Moines. The Iowa 
Bonding and the Central National Fire are not 
in business, and the Great Republic Fire was 
not long ago merged with the North American 


companies : 


National Fire. Knowledge came to the Insurance 
Department that these men were representing 
to stockholders that certain companies were in- 
solvent and that receivers were to be appointed 
and they were out after the stock in the hope 
of saving their own investments and it were 
better that the stockholders take a large dis- 
count from book value rather than lose all of 
their investments. 


CLIMAX REACHED 

reached when John A. 
Thompson, stock broker of Des Moines, for 
whom most of these men were working, made 
application for a receiver for the North Amer- 
ican National Fire Insurance Company. It 
was common knowledge in insurance circles 


The climax was 


that this company had been conducted in an 
extravagant and incompetent manner and, as 
the stock salesmen approached stockholders, 
they emphasized this fact and the result was 
that three others besides Mr. Thompson also 
asked that a receiver be appointed. Some of 
these were afterwards withdrawn and the test 
case was to be the one that Mr. Thompson had 
originated. 

Under the Towa law when a receiver is asked 
for an insurance company the attorney general 


and the State Insurance Commissioner must 
appear on behalf of the State both for the pro- 
tection of the stockholders and the policyhold- 
ers. This was done in the suit for receiver- 
ship for the North American. When rumors 
of the onslaught being made upon several com- 
panies reached Insurance Commissioner Kend- 
rick he immediately turned his entire inspec- 
tion force upon the work of examining the 
companies under fire. The examination of the 
North American National was completed be- 
fore the case for receivership was called in 
court, and armed with the report of the 
examiner Mr. Kendrick and Attorney-General 
Gibson proceeded to represent the State in the 
case as the law directs. 

The was called in Judge Lester I. 
Thompson’s court. Both sides to the contro- 
versy were represented by competent legal 
talent. The case consumed about two weeks’ 
time and much testimony was given by scores 
of witnesses. The evidence was unfavorable 
to the management of the company, but in spite 
of this Commissioner Kendrick and Attorney- 
General Gibson, relying upon the correctness of 


case 


the reports of the examiners, showed that the 
company was solvent; that it had an unim- 
paired capital of over a half million dollars, 
and that it was absolutely sound both as to 
assets and securities. The trial further showed 
that plans had been made to buy up the stock 
at a low rate, get possession and then liquidate 
at a big profit. It was shown that an officer 
of the largest bank in Iowa had advanced $30,- 
ooo to be used in procuring stock and that 
prominent financiers of the city had contributed 
toward this end. Upon the showing made 
Judge Thompson refused to sanction a receiver- 
ship. 
Fase Report CIRCULATED 

Interested but disappointed parties at once 
circulated the Commissioner 
Kendrick had winked at corrupt practices, de- 
fended reckless mismanagement and used his 


report that 


department as a cloak to shield a concern that 
had violated the insurance laws of the State. 

When the special 
session some persons who had followed the cir- 


legislature convened in 


cumstances connected with the North American 
National quietly circulated reports against 
Commissioner Kendrick, but no notice was 
taken of this until Senator Browne of Jack- 
son county saw in it an opportunity, as he 
himself is said to have expressed it, to get into 
the “limelight,” and his resolution demanding 
an investigation of the State Insurance De- 
followed. His resolution was very 
crude but when urged to make definite charges 
so that it might be known what he had in mind, 
he claimed that an effort was being made to 
‘“Wwhite-wash” the department. But he got an 
attorney to draft what he called a brief and 
this he submitted to the special committee that 
Was appointed to investigate whether there were 
In this 


partment 


sufficient grounds for an investigation. 
“brief” appeared the following statements : 

1. Certain companies have been paying divi- 
dends illegally. 

2. The interests of stockholders and policy- 
holders of the fire insurance companies of Iowa 
are not properly safeguarded by the Commis- 
sioner of Insurance. 


lod 
/ 


3. The appearance of the Commissioner in 
a recent court case protected a company that 
was doing illegal things and the use of his 
office to help cover up the irregular acts of 
the officers of the company to the damage of 
the stockholders. 

4. Some companies, from the time of organ- 
ization or reorganization, pay such large salaries 
and expenses that it is practically sure they are 
deemied to failure. 

5. The examinations of insurance companies 
are too infrequent, do not give details, do not 
reveal the true facts and do not protect the 
public. 

6. Secret and private contracts are made 
with agents, companies, etc., that are irregular 
and illegal. 

The department has ruled that no dividends 
can be declared and paid hy insurance companies 
organized on the stock plan which will reduce 
the amount of surplus on hand when the com- 
pany received its certificate of authority. 


Five Companies Paw DiIvipenps 


Senator Browne mentioned five companies 
which had paid dividends illegally, but some 
of these companies state that they will prove 
that the last paragraph of this statement quoted 
here is incorrect. 

Continuing his statement to the investigating 
committee, Senator Browne goes on as follows: 


I ask that the committee examine the Grain 
3elt Hail Insurance Company of Des Moines, 
Iowa. Is the stock of this company bought up, 
by whom and at what price? Also the Hawk- 
eye Security and others mentioned. Examine 
the facts relating to the Des Moines Re-Insur- 
ance Fire Company, Des Moines, Iowa, which 
is going out of business. Examine merger of 
State Life, Liberty and Royal Union. Also 
examine the transfer of the building of one 
company to officers of another with personal 
profit to them when officers of both companies 
were the same men. This transfer will show 
a profit of a couple of hundred thousand dol- 
lars. 

Also see the contract with the Central Trust 
Company and the Des Moines Reinsurance Fire 
Company, both of Des Moines, Iowa. Wit- 
nesses will be named when you are ready to 
call them. 


Coincident with the presentation of this 
“brief” came the resolution in the Senate of 
Senator McIntosh of Decatur county providing 


insurance 


for an investigation of recent 
mergers, the method used in organizing insur- 
ance companies with interlocking directorates, 
the alleged creation of a surplus by the can- 
cellation of stock and, in fact, an investiga- 
tion of insurance plans and methods in general 
to the end that it may be determined what legis- 
lation should be enacted “that will protect both 
stockholders and policyholders and conserve 


the interests of the public.” 


Fire Insurance Business in New York State 


The fire insurance net premiums and losses 
incurred in New York State in 1923 by some of 
the larger companies are presented below: 

Net Incurred 


Companies Premiums Losses 
Fidelity-Phenix, N. Y. ..... 2,832,837 1,186,034 
fetta, FRASHORE © 6 occ cow cus $2,051,171 $850,758 
Commercial Union, Eng. 1,681,387 617,330 
Contiiental: Na Ve. occ cans 3,566,001 1,493,961 
Globe and Rutgers, N. Y.... 1,836,185 1,257,462 
Great American, N. Y 2,475,973 1,248,319 
Fenian NG OV co cecccouweseeca 4,499,943 2,336,594 
National. Hartford ......<.«: 1,267,599 560,640 
No. British and Mercantile. . 1,174,984 621,750 
North Rivero No Yoic ccc eds 1,203,417 553,779 
Royal, Liverpool s..6<:<<se«<« 1,674,922 790,090 

Pisceuces 1,433,319 988,55 


United States, N. 





M: 


THE SPECTATOR Thy | = 





























a 
——— —s R 
—— =—— ——SS= 

! 
was 
loss 
Cor 
inst 
Cor 

T 
is t 
ardi 
Lial 
of t 

A 
of V 
Jent 
liter 

Life Accident ~ 
brie: 
beer 
be 
M 
carg 
| his 
losse 
gene 
gene 
of | 

A 

Health Group the 

insu 

aver 

are | 

they 

With four closely related, easy-to-sell lines to interest his prospects, i 

the Missouri State Life Agent can make more profit per call than the = 

one-line man. He has four chances to the other fellow’s one. _ 

Each of his lines—Life, Accident, Health, Group— helps to sell the r 
other. When he places a Group policy he opens the way to numerous 
sales of Life, Accident and Health policies. | Likewise when he sells 





personal policies to business executives he can more readily interest 


them in Group Insurance. 


Any Agent who can succeed with Life Insurance alone should be able 
to increase his income by selling the foursquare line. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President Home Office: SAINT LOUIS | 


HAVANA IN 1925 
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BRIEF ON MARINE LOSSES 
Rr. B. Jenning Gives Interesting Talk at 
‘Etna Insurance Class 

An interesting lecture on marine cargo losses 
was given by Robert B. Jennings of the marine 
Joss department, of the Automobile Insurance 
Company of Hartford, Conn., to the Monday 
insurance class of the Etna Life Insurance 
Company. 

The attendance was large, as Mr. Jennings 
is the author of a recently completed stand- 
ardized pamphlet entitled “A Useful Brief on 
Liability for Losses Under the Printed Form 
of the Ocean Marine Insurance Cargo Policy.” 

As an introduction to his pamphlet, a copy 
of which was given to each one attending, Mr. 
Jennings said that the trouble with previous 
literature on this subject was that it had for- 
merly been far too difficult and entirely too 
complicated to be easily understood. “In my 
brief,” said Mr. Jennings, ‘Technicalities have 
been simplified as much as possible and may 
be easily understood.” 

Mr. Jennings has divided the subject of 
cargo losses, which was the principal topic of 
his lecture, into the following categories of 
losses: Particular average, particular charges, 
general average loss, absolute total loss and 
general average contribution. The various kinds 
of losses fall under these classifications. 


PARTICULAR AVERAGE 


A particular average loss is a partial loss of 
the subject-matter insured, caused by a peril 
insured against, and which is not a general 
average loss. Speaking generally, such losses 
are recoverable from the insurance company if 
they are fortuitous and due to one of those 
causes commonly known as perils of the sea; 
they are not recoverable if they are merely the 
result of the ordinary conditions of ocean 
transit, nor if they are due solely to the wil- 
ful act or negligence of the owner, master or 
crew of the ship—as for example, poor stow- 


age, failure to pump bilges, allowing water 
or fuel oil tanks to overflow into the cargo 
holds, etc. 


PARTICULAR CHARGES 

Expenses incurred by or on behalf of the 
assured for the safety or preservation of the 
subject-matter insured, other than general aver- 
age and salvage charges are called ‘Particular 
Charges.” 

Definitions of the other classes vary little 
from the ordinary. But it is, with these two 
important classifications that great care has 
been exercised to make them comprehensible. 

Mr. Jennings touched on everything so thor- 
oughly, that from the attention accorded him 
it is to be presumed that everyone who attended 
has a more complete idea of marine cargo 
losses. 

Increasing Business of Inter-Ocean 
Reinsurance 


increase in the volume of 
Inter-Ocean Re- 


insurance Company, of Cedar Rapids, Ia., is 


A considerable 
business transacted by the 
indicated by the company’s financial statement 
as of December 31, 1923. The unearned pre- 
mium reserve increased over $270,000, and the 
assets increased nearly $400,000 during the past 
year. The company writes reinsurance only, of 
fire and allied lines, and has_ practically 
doubled tis three 
of $2,274,990. 


assets. within years, now 


reporting resources Against 
this sum are liabilities including an unearned 
premium reserve of $1,117,148; a loss reserve 
of $206,986, and some minor items of liability, 
leaving a surplus as to treaty holders of $934,- 
326, including $300,000 capital. 
company’s assets are noted $1,210,772 of first 


Among the 


mortgage loans on real estate; United States 
bonds worth $93,122, other bonds and_ stocks 
valued at $700,462; cash, $146,146, and sundry 
items. 


amounts of accrued interest and other 


President R. Lord and his associate officers 
merit congratulation upon the progress made 


during the past year. 








Eureka-Security Fire and Marine 
Progressing 


Handsome gains were made last year by the 
old Eureka-Security Fire and Marine Insur- 
ance Company of Cincinnati, O. This com- 
pany, in its sixtieth annual statement, shows 
assets of $1,453,787, with a surplus as to pol- 
icvholders of $840,856, including $250,000 cap- 
ital. Some of the gains last year, as com- 
pared with the preceding year, were the fol- 
lowing: $306,995 in surplus; $69,550 in net 
premiums written; $311,593 in reserves. Since 
its organization the company has paid $5,049,- 
646 of losses. Among the company’s resources 
are United States bonds, Federal and joint stock 
farm loan bonds and State, territorial and 
municipal bonds valued at $408,141; railroad, 
national bank and other securities to the 
amount of $767,170; real estate appraised at 
$112,000; cash, $35,953, and various other items. 
The company operates in some twenty-four 
States, including New York and other impor- 
tant States, and writes fire and tornado risks. 
Its officers are: President, F. A. Rothier; vice- 
president, C. E. vice-president and 
secretary, B. G. Dawes; treasurer, Adam Benus. 


Mason; 


JOHN C. BROWN APPOINTED 
Becomes Assistant Manager of National 
Liberty’s Western Department 


John C. Brown, Wisconsin State agent of 
the National Liberty Insurance Company, has 
been appointed assistant manager of that or- 
ganization’s Western department as of March 1. 
He has had an extensive experience in fire 
insurance field work and is considered one of 
the best men in his territory. 








ASSETS 








Reinsurance Only 


Real Estate (home office)........ 
First Mortgage Loans on Real Estate. . 
Collateral Loaus.. .......6-0d6.«. 
United States Bonds (market value)... 
Other Bonds and Stocks (market value) 
Cash in Banks and Offices........ 
Due from Insurance Companies... .. 

Accrued Interest and Rents.......... 


ADMITTED ASSETS..... 


INTER-OCEAN REINSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


Fire and Allied Lines 


CONDITION DECEMBER 31, 1923 
LIABILITIES 


$61,644.32 
1,210,772.86 
14,600. 00 
93,122.00 
700,462. 20 
146,145.71 
3,649.83 
44,592.91 


$2,274,989 .83 


Reserve for Losses 
Reserve for Unearned Premiums....... 1,117,147.91 
Reserve for Taxes 
All Other Liabaltties........ 2... 5ee2 ee: 


a ar 
ee eae 


$206,986. 14 


6,976.21 
9,553.70 





$1,340,663 . 96 | 
$500,000. 00 
434,325.87 


934,325.87 





$2,274,989 .83 
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Thursday 
Annual Statement 
January 1, 1924 
of 
THE EUREKA-SECURITY 
FIRE & MARINE INSURANCE CO. 
22 Garfield Place, Cincinnati, Ohio 
ASSETS LIABILITIES 

EE eT A ee a $112,000. 00 a a 
United States Bonds, Federal and Joint IE FE owe vncis kv nseoennee eS $250,000.00 

Stock Farm Loan Bonds, State, Ter- Reserved for all other liabilities....... 612,930.81 

ritorial and Municipal Bonds.*...... 408,140.62 a 590,856.49 
Railroad, National Bank and other eee 

SEE Oe EE ee 767,170.00 
Collateral Loams.................... 1,825.00 Surpl ; ARTE. 
Premiums in course of collection....... 117,394.96 ae to Policyholders. esate trees 840,856.49 
Cash in Banks and Office............. 35,953.07 Losses paid since organization... .. 5,049,645.72 
Interest due and accrued............. 11,303 .65 Gain in net premiums, 1923........... 311,592.86 
me a Riana Gain in reserves, 1923................ 237,445.33 
Total Assets heer RO are ore 51,453,787. 30 Gain in assets, 1923.................. 306,995.37 
Kotal aneome, 1923. .... 2. 2.6 cc bees 772,707.36 rapes 

Gain in surplus, 10238. .............04: 69,550.04 


Total disbursements, 1923, (including 


MivaGdends).. .. .<s<644ss-00s 502,042.22 














“Our rates no higher 
Our service better!’’ 


INSTITUTE OF ACTUARIES’ 
TEXT BOOKS 


In Three Volumes 





Part I treats of the Principles of Interest (including Annuities- 
Certain), Life Annuities, and Assurances and Their Practical 
Application. 


Part II (Volume 1) deals with the Theory of Life Contingencies, 
embracing Mortality Tables; Single-Life Probabilities of Life 
and Death; Single-Life Annuities and Assurances; Statistical 
Application of the Mortality Table; Functions Involving 
Two or More Lives; Probabilities of Life and Death; Joint- 
Life and Last Survivor Annuities and Assurances; Contingent 
Assurances; Reversionary Annuities; Construction of Tables; 
Tables Involving Two or More Causes of Decrement and 
Functions Dependent Thereon. 


Part II (Volume 2) is entitled Calculus and Probability for 
Actuarial Students, and includes 21 chapters upon phases 
of such subjects as Finite Differences, Differential Calculus 
and Integral Calculus. 


PRICES: 
Part lt 74 pages: . co..sc-3 oes $5.00 
Part II (Vol. 1), 477 pages...... 13.00 
Part II (Vol. 2), 152 pages...... 5.50 





THE SPECTATOR COMPANY 


Sole Selling Agents in America 


NEW YORK 


Writing Casualty Insurance, 
Fidelity and Surety Bonds. 


CHICAGO 


HOME OFFICE - - = DAVENPORT, IOWA 
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The Rossia Group of Reinsurance 
Companies 


There are now five companies in the strong 
eroup of reinsurance institutions under the lead- 
ership of the Rossia Insurance Company of 


ers : : 
\merica, of which C. F. Sturhahn is presi- 
dent. Their statements as of January 1, 1924, 


make an impressive exhibit. 

The Rossia of Hartford now has $10,377,- 
486 of assets; a premium reserve of $5,454,805, 
and a surplus as to policyholders of $2,922,078. 

The American Fire of New York reports 
assets of $2,370,524, a premium reserve of $1,- 
yi2i2, and a surplus to policyholders of 
$585,147. 

The Fire Reassurance Company of New 
York has $4,829,149 of assets, a premium re- 
grve of $2,011,382, and a surplus to policy- 
holders of $831,844. 

The Union Reserve of New York exhibits 
assets amounting to $2,090,011; has a premium 
reserve of $862,749, and a surplus to policy- 
holders of $732,023. 

The Lincoln Fire of New York reports assets 
aggregating $2,295,855, with a premium reserve 
of $1,259,580, and a surplus to policyholders of 
$830,535: 

The total resources of the five companies are 
$21,969,025: their combined capitalization is 
$2,800,000, and after setting up combined pre- 
mium reserves of $10,709,734, they show a com- 
hined net surplus above capital and all liabili- 
ties of $3,110,627, so that their aggregate sur- 
plus as to policyholders is $5,910,627. 

C. F. Sturhahn is president of the Rossia, 
the American Fire and the 
which companies B. N. Carvalho is vice-presi- 
dent; Mr. Carvalho is president of the Fire 
Reassurance Company, of which Mr. Sturhahn 
is vice-president. and B. H. Fancher is presi- 
dent of the Union A OE 
Mr. 
Tamblyn also holds the same offices in the Lin- 
coln Fire and is secretary of the American Fire. 
T. B. Boss is vice-president and treasurer of 


Lincoln Fire, of 


Reserve, of which 
Tamblyn is vice-president and secretary. 


the Rossia and the American Fire: he is vice- 
president of the Union Reserve and is treasurer 
of the Fire Reassurance and the Lincoln Fire. 
James G. Blaine is treasurer of the Union Re- 
serve; G. Ik. Jones is secretary of the Rossia 
and of the Fire Reassurance Company, and B. 
Spycket and J. Spycket are vice-presidents of 
the Fire Reassurance Company. 

Kansas Will Fight Separation 
Topeka, Kan. If the Union and 
bureau fire insurance companies want a fight 
they can have it in Kansas. William R. Baker, 
Superintendent of Insurance, is not going to 
amend or change in any way the order pro- 


March 3. 


hibiting the separation of the companies in this 
“tate and he is watching the activities of the 
special agents with much care to see that the 
order is not violated. 

“We are prepared to enforce the order with 
all the power of the State,” said Mr. Baker. 
“We believe we are on the right track in try- 
ing to prevent a quarrel between two groups of 
msurance companies from wrecking or at least 
doing irreparable damage to the business. 


Fire Insurance 





In Memory of R. Emory Warfield 


The home office of the Hanover Fire Insur- 
ance Company in New York and the office of 
the Western department in Chicago were closed 
on Thursday of last week out of respect for 
the memory of President R. Emory Warfield, 
whose death was noted in THE SpecTaTor of 
February 27. 

In addition to this action by the company, 
the New York Board of Fire Underwriters, 
of which Mr. Warfield had been both vice-presi- 
dent and president, held a special meeting re- 
cently at which suitable resolutions, memorializ- 
ing his achievements, were adopted. The com- 
mittee to which the task of drafting the reso- 
lutions had been submitted was composed of 
Charles H. Post, United States manager of the 
Caledonian, chairman; C. G. Smith, president 
of the Great American; James W. Howle, of 
Howle & Cain, Inc., metropolitan agents of 
the Hanover, and Wallace Reid, of Wallace 
Reid & Co. 


Hampton Roads Making Progress 

The statement of the Hampton Roads Fire 
and Marine Insurance Company, Norfolk, Va., 
as of December 31, 1923, shows that the com- 
pany is continuing its progress toward a lead- 
ing position in the fire insurance world. It 
now has total assets of $710,249, an increase 
during the year of $116,421. Of these assets 
$200,000 are invested in United States 
The company has an unearned 
Its net surplus 


over 
Liberty bonds. 
premium reserve of $241,402. 
is $123,183, which, added to the capital of $300,- 
000, gives a surplus to policvholders of $423,183. 

In a recent examination of the company by 
the National Convention of Insurance Com- 
missioners, the following statement was made: 
“Tts financial condition is sound and its affairs 
Its business is stead- 


are efficiently managed. 


ily increasing and is being conservatively under 


written. Its policyholders have been fairly 
dealt with and claims have been promptly 
paid.” 

James A. Blainey, vice-president and secre- 


tary of the company, has worked unceasingly 
to bring the company up to its present stand 
ard. The other officers are: P. D. Bain, chair- 
man of the board: Henry G. Barbie, president ; 
George A. Morin, managing underwriter. 


Rate Deviation Plan Successful 
RicuMmonp, VaA., March 3.—The Virginia In- 
surance Department reports that its 
plan of rate deviation is working successfully. 


present 


As soon as a deviation is reported to the de- 
partment, a letter is sent to the agent writing 
the policy calling his attention to the mistake 
and insisting that correction be made. 





Virginia Agents’ Discussion 
RicuMonp, VA., March 3.—A meeting of the 
executive committee of the Virginia Associa 
tion of Insurance Agents has been called for 
March 8 in Richmond. It is proposed to dis- 
cuss several matters of interest affecting the 
Virginia Association which are scheduled to 
come up at the mid-year conference in Wash- 

ington a little later on in the month. 
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THE 


FIRE INSURANCE 
POCKET INDEX 


for distribution to policy- 
holders and prospects 


A WONDERFUL WORK OF 
REFERENCE—THE BEST 
AND EARLIEST CHART 


Every Fire Insurance Agent 
Needs it in his business 


The Fire Insurance 
Pocket Index 


contains a vast amount of 
condensed information, includ- 
ing Statistical Tables and Lists 
of 


ALL STOCK FIRE INSURANCE COM- 
PANIES 


operating in the United States 


200 IMPORTANT MUTUAL COM- 
PANIES 


ALL LLOYDS AND RECIPROCALS 
ALL UNDERWRITERS’ AGENCIES 


CLASSIFICATION OF PREMIUMS 
AND LOSSES 

UNDERWRITING PROFITS AND 
LOSSES 


Also other Useful Information 


It is the Earlieet Chart Published 
It is Issued Yearly in March 
It Contains 108 Pages 
and is 


A POCKET ENCYCLOPEDIA OF 
FACTS AND FIGURES 


It posts the agent and enables him 
to intelligently advise his clients. 
PRICES 


Per copy, Manila Tag, 
100 copies, with imprint 


75 cents 
$30. 


Special rates for large quantities 


THE SPECTATOR COMPANY 
Publishers 


CHICAGO NEW YORK 
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PHCENIX 


Assurance Company, Ltd. 
OF LONDON 
100 William Street, New York 


PHCENIX 
INDEMNITY COMPANY 
75 Maiden Lane, New York 








Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, Rent, Renta 

Values, Use & Occupancy, Riot & Civil Commotion, Public Liability. 

Workmen’s Compensation, Burglary & Theft, Accident & Health, Plate. 
Glass, Golfers. 














MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 


General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GILLIAM STREET 
New York 
MHRINE INSURANCE SAND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 





Protect Against Windstorms 


March and April are the months when 
windstorms are frequent and destructive. 
Nowhere is the relative value of an ounce of 
prevention greater than in the precaution 
to insure your clients against them. 


NOW is the time to solicit windstorm 
insurance. It’s an easy thing to do after 
a storm, but wise agents protect the prop- 
erty and credit of their communities before 
the Spring breezes reach windstorm veloc- 
ity. 


‘*Ask the Continental Special”’ 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y 


CASH CAPITAL 
TEN MILLION DOLLARS 


HENRY EVANS NORMAN T. ROBERTSON 
CHAIRMAN OF THE BOARD PRESIDENT 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 




















INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums . $1,251,042.79 
Other Taabilifies: ........ <i. ce. o Pee 307,400.33 
he ae ie ei $500,000.00 
INGOT UEIINS 5.6 5 oo cs a oe 1,103,162.36 
Surplus to Policyholders................... 1,603,162.36 


motel Aeeets....... <6 sinc eas 


Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 

















ACTUAL MARKET VALUES USED FOR ALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN S INSURANCE COMPANY 


OF NEWARK 

Cash Capital, . $2,250,000.00 

Net Surplus, . . . . 4,436,386.20 

Surplus to Policyholders, 6,686,386.20 

Total Assets, . 15,690,687.21 

EASTERN DEPARTMENT WESTERN DEPARTMENT 

NEAL BASSETT, President NEAL BASSETT, Pres. & Mer. 
JOHN KAY, Vice-Pres. & Treas. WELLS T. BASSETT, Sec’y & 


A. H. HASSINGER, Secretary Asst. Manager 
NEWARK, N. J. CHICAGO, ILL. 

















UNITED STATES HEAD OFFICE: 


431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 














any 
ent 
tio! 
bus 
dee: 


sur. 


not 

ten 
due 
sior 
whe 
one 


—wi tf i. 4 4-r 


eee | he et oe 


eet 











| 


March 6, 1924 





—— 


THE SPECTATOR 





Fire Insurance 
































| _FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 

Decrease in Building Costs.—A concern 
which makes a specialty of compiling figures 
as to the comparative cost of finished buildings 
has just sent forth for the present year their 
diagram. It shows an average increased cost, 
compared with 1914, of about 75 per cent, and 
a very sharp decrease from 1920, when the 
costs were about 175 per cent above IQTA. 

Reserves in Workmen’s Compensation.— 
It would appear the part of wisdom for those 
engaged in workmen’s compensation insurance 
to adopt the plan of the Mill Mutuals and 
charge adequate rates in the beginning of the 
policy term and then, after the audit, return 
any balance that is due. The plan at the pres- 
ent time, which is wholly in the opposite direc- 
tion, is going to be very serious unless the 
business takes hold of the problem itself. In- 
deed it will become an argument for State in- 
surance—and a very severe one, too. 

Deaths by Fire.—A careful record is kept 
not only in the city as a whole, but in the 
tenement house department of the loss of life 
due to fire. This record is kept in two divi- 
sions, one for the tenements erected under 
what is commonly known as the old law, and 
one the new law. 








Feasosteee 
of Watertown Ti. Be ‘ 


70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets......... 8,036,901.63 
Liabilities..... 4,955,239.55 


Net Surplus to 
Policyholders. 3,081,662.08 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 


New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
_ New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 














The Insurance Society.—One of the chief 
events in connection with the Society to be 
announced is that life membership number 1 
goes to Ogden C. Noel of 80 Maiden lane 
Mr. Ogden was so interested in the matter that 
he kept track of the announcement and on 
Iebruary 26, when life membership became 
available, he at once complied with the condi- 
tions and thus became life member number 1. 
The second event this week is the mailing 
of address number 3, but in order of printing 
number 2 in the automobile series of lectures, 
the one going forth being by J. T. Dargan, Jr. 
BOSTON AND VICINITY 

Exchange Being Occupied.—The situation 
which developed from the new Boston In- 
surance Exchange building was the principal 
topic for discussion for many days in the in- 
All difficulties which threat- 
ened to hold up the arrangements whereby 
John €. 
were each to take an entire floor in the build- 


surance district. 
Paige & Co. and Field & Cowles 


ing at 40 Broad street were finally smoothed 
out, and they will accordingly become tenants 
of the new building towards the end of the 
month. The complications arose in connection 
with the disposition of the buildings at present 
When 


word was passed round that these arrange- 


owned and occupied by these concerns. 


ments had been completed, Hinckley & Woods 
moved in today and Dewick & Flanders will 
move in tomorrow, these two concerns being 
among the largest on the street. It is believed 
that now the other large agency firms which 
have signed up will follow suit, since the con- 
ditions that the building was to be in fact an 
“insurance building’ have now been met. 
Final Hearing on Reciprocal Bill.—The last 
hearing on House 923, the reciprocal bill, gave 
the opposition ample opportunity to rip holes 
in the bill, and they did so, taking up its 
phraseology section by section. It is greatly 
doubted if House 923 will ever become law in 
this Commonwealth. The reciprocal bill which 


Monk 


is preparing has not yet been printed. The 


Commissioner of Insurance Wesley E. 


hearing on it will be the middle of March. 
The bill will be distributed to both proponents 
and opponents of House 923 in ample season 
for them to carefully review it. 

Goes to Massachusetts Fire and Marine.— 
\nnouncement is made of the appointment of 
Joseph A. Tufts, well-known special agent of 
the Rochester Department of the Great Amer- 
secretary of the Mas- 
George M. Love- 


who has for some time been assistant 


ican, as assistant 
sachusetts Fire and Marine. 
joy, Jr., 
special agent for the Great American, suc 
ceeds Mr. Tufts as special agent of the 
Rochester Department. 

Insurance Society Production Successful.— 
“Hollandland,” the annual production of the 


13 


Insurance Society of Massachusetts, played to 
packed houses and was cordially received. 
Several of the younger members of the prom- 
inent Boston agencies exhibited unusual his- 
trionic ability. The audience was for the most 
part made up of insurance men and their fam- 
ilies. 
ATLANTA AND THE SOUTH 

To Determine Board Policy.—The future 
policy of the Atlanta Board of Fire Under- 
writers will be determined at a called meeting 
of the organization on March 13, when mem- 
bers will hear the report of a special commit- 
tee appointed to canvass the membership on 
the dual agency proposition. President Oscar 
Venable heads a committee appointed to de- 
termine the attitude of members on this ques- 
tion. Others selected are Julian Thomas, G. 
Arthur Howell and Rutherford Lipscomb. One 
Mr. Venable was 
named chairman of the committee and directed 


other remains to be chosen. 


to head the inquiry in a resolution approved at 
the board’s last meeting about ten days ago. 

Georgia Agents to Meet.—The next de- 
velopment in the situaticn precipitated by the 
failure of the conference committee of the 
Southeastern Underwriters Association to 
reach an agreement with Southeastern Under- 
writers Association officials over a working 
basis on which companies and agents might 
agree to the formation of local boards, will 
be at the meeting of Georgia agents in Colum- 
bus, Ga., on April 18. At that time, President 
Ik. A. Erwin, of the Georgia Underwriters, will 
report the unsuccessful results of the confer- 
ence committee. In view of the wide-spread 
agitation over this question at the present time, 
the results of the Georgia convention will be 
watched eagerly by other insurance men in 
the Southeastern territory. 

S. E. Bureau Fieldmen to Meet.—Organi- 
zation plans are going forward for the Field- 
men’s Conference of the South Eastern Bureau 
at Atlanta, composed of members of companies 
which do not hold membership in the South- 
It is stated that © 
the conference will co-operate with the South 


Eastern Underwriters bureau. 


Eastern Bureau, which operates in Virginia, 
the Carolinas, Georgia and Florida. 
INDIANAPOLIS 
Indianapolis Agents to Convene.—-The 
Indianapolis Fire Insurance Agents Association 
will hold a meeting in a few days to appoint a 
cominittee to consider a new set of by-laws. 
The next regular meeting of the organization 
will be held Tuesday, April 8. A fire preven- 
tion committee and a civic affairs’ committee 
recently have been appointed to co-operate with 
the Indianapolis Chamber of Commerce i 


solving problems arising on these subjects. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Phijadelphia, Pa. 


Assets - - - - $3,869,053.52 
Capital - - 750,000.00 
Surplus - - - 669,915.11 
Voluntary Cotenienene Pepin 200,000.00 
Reserves - - 2,249,138.41 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














7 HAMPTON ROADS 
FIRE 4» MARINE 


Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 


President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 














Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 
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IN PRESS 


SURETY AND CASUALTY 
SALESMANSHIP 


By Joseph R. Wilson 


As the only brother of the late President 
Woodrow Wilson, Joseph R. Wilson possesses 
unusual literary ability and scholarship, and is 
endowed with many of the qualifications of his 
distinguished relative, his book being notable 
for clear expression and original constructive 
ideas in relation to the business of surety and 
casualty insurance. This work, which he has 
so laboriously prepared for the benefit of the 
insurance world, should be read by every 
surety and casualty insurance man. 


Mr. Wilson is Manager of the Maryland 
Casualty Company’s Development Division 
and Training School. 


A MOST PRACTICAL AND HELPFUL 
NEW BOOK FOR SPECIAL AGENTS, 
AGENTS AND BRANCH OFFICE AND 
AGENCY EMPLOYEES WHO WISH 
TO PREPARE THEMSELVES FOR 
MORE EFFECTIVE FIELD WORK 


It deals with such subjects as Opportunities; 
Salesmanship—What It Involves; Prepared- 
ness—Necessary Equipment; Definite Objec- 
tives; Learning to Solicit; Approach; Enlarg- 
ing Interest; Convincing Prospects; Closing a 
Sale; Factors in Business Development; Per- 
sonal Appearance and Conduct; Some Sug- 
gestions and Advice; You and Your Home 
Office—Traveling; Service; Personal Qualifi- 
cations; Developing Business in Numerous 
Particular Lines of Insurance. 


Price, per copy, $4.00 


Discount on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 
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EDWARD T. McELHONE 
APPOINTED 


succeeds the Late Alfred J. Hodson 
as Manager of Sun Indemnity 


WILL ASSUME DUTIES ON MARCH 15 


New Head of New York Metropolitan 
Office Has Had Twenty Years’ Experi- 
ence With Royal Indemnity 
Company 
Edward T. McElhone has been appointed 
New York metropolitan manager of the Sun 
Indemnity Company and will take up his duties 
in that post on March 15. He succeeds the 
late Alfred J. Hodson, whose death in an auto- 
mobile accident was chronicled in THe Sprc- 
rator of February 21. Mr. McElhone, in his 
new capacity, will be associated with William 
Riordan, local secretary of the Sun insurance 

office. 
Edward T. 
appointment the valuable experience of more 
than twenty years in the casualty end of the 
insurance business. Ile began his career in the 
office of the Royal Insurance Company at Phil- 
adelphia and since that time his rise has been 
steady and rapid. On the inception of the 
Royal Indemnity Company in 1911, he went to 
New York city to take charge of its munic- 
ipal accounts department and later was con- 
nected with the head office underwriting de- 
partment under Stanley G. Martin. In 1914 
he returned to the city accounts division and 


Mecl‘lhone brings to his present 


devoted himself to its affairs with such suc- 
cess that he soon became superintendent of 
the metropolitan office, which position he now 
resigns to join the Sun Indemnity. 

Mr. McElhone has acquired a knowledge of 
the principles and practices of underwriting 
which is equaled by few executives and he has 
a widespread acquaintance with the brokers of 
New York city which should stand him in 
good stead in his new post. 


NATIONAL AUTOMOBILE UNDERWRIT- 
ERS CONFERENCE 
Meeting Extends Time Limits on Unap- 
proved Car Bumpers—Will Establish 
Auto Recovery Bureau in Canada 
The governing committee of the National 
Automobile Underwriters Conference met in 
New York city last week and acted on several 
of the main proposals now before it as well as 
handling much 
work. One 
committee was that regarding the time limits 
set for the crediting of automobile bumpers 
hearing the label of the Underwriters’ Labora- 


tories. 


f the regular required routine 


f the matters disposed of by the 


The period during which credit will 
he given for humpers not labeled by the labora- 
tories was extended from January 1 to July 1, 
because it was found that many dealers had 
wnapproved bumpers still on hand on Janu- 
ary 1 for which there would be practically no 
C.F. Merrell, an attorney, and A. L. Rigsbee, 
Manager of the insurance department of the 
Fletcher Savings and Trust Company. 


Casualty, Surety, Etc. 





After 
no credit will be given for bumpers 


sale unless the time limit was extended. 
July 1, 
which do not carry the stamp of the Under- 
writers’ Laboratories. 

The second important action taken by the 
governing committee was to approve the pro- 
posal to establish an automobile recovery bureau 
in Canada. This bureau is to be under the 
jurisdiction of the national theft committee 
and its existence was made necessary by the 
increasing number of automobiles which are 
stolen in this country and then run over the 
border into Canada. The bureau will co-oper- 
ate with the Canadian authorities and will assist 
United States organizations and departments 
in recovering such stolen cars as have been 
driven across the frontier. The action of the 
Western Conference, in dealing with the “no 
amount” policy, also came up for discussion 
but the matter was not dealt with and will 
probably be brought before a special meeting 
in the near future. 


FIDELITY AND DEPOSIT HAS BANNER 
YEAR 
Reports Underwriting Profit of Over Half- 
Million 
The progress made during 1923 by the Fidel- 
ity and Deposit Company, Baltimore, Md., 
made it a banner year for the company. The 
underwriting 


outstanding feature was an 


Something of the 


profit of over $500,000. 
trend of the company’s affairs is gained from 
the fact that during the past year it declared 
a stock dividend of 66 2-3 per cent, thus in 
creasing its capital from $3.000,000 to $5,000.- 
000. The company wrote net premiums to the 
amount of $9,575,482, the gross writings hav 
ing been $12,231,588. The net assets of the 
company as of December 31, 1923. amounted to 
$16 252,018. The surplus to policvholders was 
$O.S58, 193. 

The company was fortunate in its invest- 
ments so that during the year there was an 
appreciation of $82,843. Securities sold during 
1923 vielded a profit of $17,751, making a total 
gain in the investment department of $100,594. 
The reserves were augmented during the year 
by the sum of $560.689. Dividends paid dur- 
ing the year amounted to $404,649. 

As a result of this record, FE. A. Hamilton, 
vice-chairman of the board and executive head 
of the company, told the directors that “the 
excellence of the statements presented to the 
stockholders herewith seems sufficient without 
comment by the management.” 

Federation Making Membership 
Drive 


Indiana 


INDIANAPOLIS, IND., March 3.—The Indiana 
Insurance Federation is making plans for a 
membership campaign. The organization now 
has more than 750 members, but the officers wish 
to increase the membership to several thousand. 
The following members of the executive com- 
mittee attended a meeting held by the com- 
mittee in Indianapolis recently: H. L. Barr, 
of the Insurance Company of North America: 
W. J. Greenwood, of the Mutual Benefit Life 
of Newark: Sol S. Kiser, Indianapolis banker ; 
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JOHN BAPTISTE APPOINTED 





Becomes Agency Superintendent of 
Sun Indemnity as of March 15 


HAS HAD TWENTY-FIVE YEARS’ 
EXPERIENCE 
Former Resident Manager of Philadelphia 
Casualty Resigns Vice-Presidency of 
John F. Curry Agency to 
Accept New Post 


John Baptiste, vice-president and active man- 
ager of the John F. Curry Agency in New 
York city, has resigned from that position and 
has been appointed superintendent of agencies 
for the Sun Indemnity Company as of March 
is. He is one of the best known casualty in- 
surance executives in the metropolitan terri- 
tory, having been connected with this phase of 
the business for about twenty-five years, both 
in home office work and in the field, and is in 
every way fitted to carry out the duties of his 
new post. 

Mr. Baptiste began his insurance career in 
the New York city agency of the General Acci- 
dent and, after familiarizing himself with the 
needs of casualty underwriting, joined the Phil- 
adelphia Casualty Company; becoming resident 
manager of its New York office in 1909. When 
the company retired from business, Mr. Baptiste 
joined the Fidelity and Deposit as manager of 
its casualty branch in the same city and, when 
the Armstrong Agency was organized to act as 
general agent for the New England Casualty, 
he joined that firm as vice-president and head 
of its liability underwriting division. Follow- 
ing this, when the Southwestern Surety Com- 
pany entered the State and appointed the John 
I’. Curry agency to represent it in New York 
city, Mr. Baptiste became its resident secre- 
tary and connected himself with the agency 
organization as chief underwriter. He made a 
successful record in developing the business 
of the Southwestern Surety in that section and 
shortly afterward was made vice-president and 
manager of the Curry Agency. 

The Sun Indemnity Company. which ts the 
running mate for the Sun Insurance Office, has 
heen in active operation for only about a year 
hut has already made rapid progress in the 
formation and direction of its home office staff. 
It now intends to branch out into the agency 
field and establish representation throughout 
the country. Having such close affiliation with ~ 
the Sun Insurance Office, which is not only the 
oldest insurance company in the world but is 
one of the largest and most powerful com- 
panies of Great Britain, the Sun Indemnity will 
experience no difficulty in establishing agen- 
cies. Mr. Baptiste will have full charge of 
this work and, although he has spent most of 
his time in New York, he has had consider- 
able field training which well qualifies him for 


the duties he now assumes. 


The Atlanta Life Insurers’ Association has 
launched a general membership drive with a_ live 
committee, headed by L. O. Turner, actively in the 


field to boost the membership. 
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Tre fidelity and (Sualty Gmpanyof NewYork 


—1876— ROBERT J. HILLAS, Pres. —1924— 
Dotal Assets... 64.6564 Twenty-nine Million Dollars 
Total Reserves......... Over Twenty Million Dollars 


Surplus to Policyholders. .About Nine Million Dollars 
Losses Paid to December 31,1923 Over One Hundred 
and Two Million Dollars 


Surety Lines 








CASUALTY LINES. 


ACCIDENT FIDELITY 
HEALTH COURT 


LIABILITY CONTRACT 
COMPENSATION Casualty Insurance FIDUCIARY 














AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS 

PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 

BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 








**INSURANCE THAT INSURES”’ 











THE LEADING FIRE COMPANY 
OF THE WORLD 





COMPANY 
LIMITED 







THE HAMPTON ROADS FIRE AND MARINE 
INSURANCE COMPANY 


GENERAL OFFICES: NORFOLK, VA. 


Statement December 31st, 1923 
ASSETS 


U. S. Liberty Bonds (Market Value).......... $201,089.28 

Stocks and Bonds (Market Value)............ 18,800.00 $219,889 .28 
Bitst MIOU SAGE MLOANG) 6 os. soe oc caus ees vO eatin etek 176,580 .00 
Loans Secured by Pledge of Bonds, Mortgages and Stocks... . 120,209 .68 
PR CHNMNS EERE eycecro cag tteey ate ands te ee ere Ten te ES 35,000 .00 
Cashin sans Ad OMS. 65 oso: bos. Soa niecic'e once v vlinidowarecues 72,777 .538 
Agents’ Balances, not over 90 days.............cccccccuece 77,292 .91 
PRLERES USING A GCHHEOs 25.02.55 ose seaclndiac pia ioeiocen at 8,499 .87 





ee ee eT RE eee Ne ey ee $710,249 .27 





COMPARATIVE STATEMENT OF ASSETS 





May Sist; 1922. «5 occ c ccc c cb $384,194.84 
December 31st, 1922.......... 593,828.28 
December 31st, 1923.......... 710,249.27 
Reserves: LIABILITIES 
Bor Unearned Premiums... 6.6. oo. sso c sss eedses eeeans oelAOleeo 
EOP RESIS OCR ores fy ac iscoy sitio ace cas Oo On i es ee 38,430.34 
REIS TeUIOS O sccaturs 3a Wig one avis aie clecartans Pun eee ee 3,000.00 
Boral other Gigbiities.. «06 5.6 icc oaieaco acsbauseunen me 4,233 .87 
Capitals Patty. 66.66.63 6.616-5 one'd 06 016 bere 5c coe as AOR GD 
INOUE HE GINS 6 os bovis wees dcbs ce deride cates unce, Ueeeocae 
Surplus as regards policyholders. .............ececeeee 423,183 .37 


$710,249 . 27 
We quote from Report of Examiners, dated November 26th, 1923: 
“ITS FINANCIAL CONDITION IS SOUND AND ITS AFFAIRS ARE 
EFFICIENTLY MANAGED. ITS BUSINESS IS STEADILY IN- 
CREASING AND IS BEING CONSERVATIVELY UNDERWRITTEN. 
ITS POLICYHOLDERS HAVE BEEN FAIRLY DEALT WITH AND 
CLAIMS HAVE BEEN PROMPTLY PAID.” 
OFFICERS 
P. D. BAIN, Chairman of the Board 
HENRY G. BARBEE, President 
JAMES A. BLAINEY, Vice-President and Secretary 
E. J. ROBERTSON, Vice-President 
BARTON MYERS, Vice-President 
T. GRAY COBURN, Vice-President 
SIDNEY F. POLLARD, Treasurer 
GEORGE A. MORIN, Managing Underwriter 























Experienced Bond and 
Burglary Underwriter 


Progressive American Casualty Company has open- 
ing in its Home Office at Chicago, for experienced 
Bond and Burglary underwriter capable of assuming 
entire charge of department. Prefer man between 
thirty and forty-five years of age with sufficient field 
experience to assist in directing field force. Must 
be of high moral character and settled habits. Posi- 
tion has unlimited possibilities for future development 
as Department expands, and offers a valuable oppor- 
tunity to some assistant manager or underwriter 
whose further advancement in present position is 
limited by conditions beyond his control. Moderate 
starting salary with assurance of advancement as 
worth and ability are demonstrated. Reply in con- 
fidence giving full details of present and past con- 
nections, experience, salary desired and personal 
history. A private interview in New York or Chicago 
will be arranged. Address 


BURGLARY 
care of THE SPECTATOR, City Hall Station, New York, 











NOW READY 


LIFE INSURANCE 
LAW MANUAL 


FOR AGENTS 


By Wilfrid Bovey, B.A., LL.B. 





This valuable new work deals with 


LEGAL ASPECTS OF QUESTIONS ARISING 
IN THE DAILY WORK OF INSURANCE MEN 


In plain, untechnical language it explains the general 
principles of law which govern the insurance con- 
tract the 


RIGHTS*AND LIABILITIES OF THE COMPANY, THE 


INSURED, THE BENEFICIARY, THE ASSIGNEE 
AND THE AGENT 


It tells what pitfalls should be watched for, and how 
many of the difficulties which have given rise to liti- 
gation may be avoided. It explains the importance 
of a knowledge of statute law, and tells what subjects 
are generally dealt with by statutes. 


EXPLANATIONS ARE ILLUSTRATED BY EXAMPLES 
Price $3. 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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URGES LARGER RESERVES 





Francis R. Stoddard Sends Letter on 
Premiums and Audits to Stock 
Casualty Companies 





ISSUES COMPENSATION LOSS 
WARNING 





New York Superintendent Fears Unfavor- 
able Underwriting Results—Charac- 
terizes Loss Reserve on Work- 
men’s Compensation Policies 
as “Grossly Inadequate” 

Francis R. Stoddard, Jr., Superintendent of 
Insurance of New York, has sent out, under 
date of March 1, a circular letter to all stock 
casualty companies writing workmen’s com- 
pensation insurance in the State, in which he 
criticizes the system of small deposit premiums 
and deferred audits which is now alleged to 
obtain. In turning his searchlight upon the 
reserves established for workmen’s compensa- 
tion policies, Mr. Stoddard hints that the com- 
panies extend unreasonable credit to the assured 
and that, instead of doing this, they should 
demand a deposit premium almost amounting 
to the required premium. The insurance super- 

intendent’s views are as follows: 
the general inadequacy of the 
reserves for workmen’s compensation losses 
produced by the formula specifically outlined 
in Section 86 of the Insurance law of this State, 
and in anticipation of results of an unfavorable 
nature during present year with regard 
thereto unless corrective measures are imme- 
diately adopted, I urge you to take such action 
in the premises as will tend to produce offset- 
ting premium credits to the liabilities incurred 
as a result of losses arising under workmen’s 
compensation policies. I would call your atten- 
tion to the following paragraph of Section 86 
of the New York Insurance law: 

“Whenever, in the judgment of the Super- 
intendent oi Insurance, the liability or com- 
pensation loss reserves of any insurer under 
his supervision, calculated in accordance with 
the foregoing provisions, are inadequate, he 
may, in his discretion. require such insurer to 
maintain additional reserves based upon esti- 
mated 1 claims or otherwise.” 


Recognizing 


1 
the 


individual 
Touching on the reserve status with refer- 
ence to workmen's compensation underwriting, 
Mr. Stoddard’s ietter expressed a fear that the 
in some instances, would 
On this 


present loss reserves, 


a drain the surpluses. 


pont it stated: 


cause 


upon 


I believe that the reserve situation is quite 
serious at the present time, and that unless the 
companies make a determined effort during the 
next ten collect their additional 
earned compensation premiums to offset accu- 
mulating loss reserves it will be found that the 
loss reserves will make a severe drain upon 
id may possibly, in some cases, 


months to 





their surpluses 
cause financial difficulties. 

Companies will be expected to maintain ade 
quate reserves for workmen’s compensation 
losses even if the formula specifically outlined 
in Section 86 of the Insurance law of this 
State should produce inadequate reserves. 
Fortunately some companies are not fooling 
themselves in this regard and are setting aside 
reserves apparently in sufficient amounts to 





make good the deficiency in the reserve pro- 
3ut some companies are 


duced by formula. 





not setting aside additional reserves to make 
good such deficiency. 

Another interesting angle of the opinions 
given by the New York Superintendent of In- 
manifested 
the subject of credits. 


surance was in his comments on 


that the 
companies should strive to collect a deposit 


He believes 


premium whose total amounts to the real pre- 
mium, if possible, and should thus relieve them- 
selves of the burden of carrying the risk until 
the full premium is paid. In this connection 
the letter went on to say that: 


The trouble so far as compensation loss re- 
serves are concerned is not alone a question 
of rates, although the formula reserve is pred- 
icated on earned premiums. If companies would 
not extend unreasonable credit to their assureds ; 
if they would collect a deposit premium closely 
approximating the premium, ultimately to be 
paid at stated intervals; if they would discour- 
age annual audits, making them rather at rea- 
sonable periods, they would have in the aggre- 
gate millions of dollars on their books with 
which to provide the necessary reserves for 
workmen’s compensation losses. 

As it is to-day, companies collect during the 
year in which compensation policies are issued 
only a small percentage of the premiums and 
then wait for the following year and even the 
next year to collect the balance due. This 
results in what may be termed a “hang-over”’ 
and the companies are now depending upon it 
to meet their losses and administrative ex- 
penses of the following year. It is, therefore, 
apparent that the loss reserve incident to the 
compensation policies issued the year imme- 
diately preceding statement date and predicated 
upon the actual earned premiums determined 
and ascertained to be due is grossly inade- 
quate because of the small deposit premiums 
collected during the current year. 





Lloyds Plate Glass Insurance Company 

Gratifying gains were made last year by the 
old Lloyds Plate Glass Insurance Company of 
New York in all features of its statement, in- 
dicating progress and strength. For example, 
it made an underwriting profit of $83,279 upon 
its insurance operations in 1923, while its in- 
vestment gains amounted to $70,719, making 
total gains of $153,908. From this sum it paid 
$75,000 of dividends to stockholders, and was 
able to show an increase in its net surplus 
exceeding $70,000. The company now possesses 
$1,073,990, or 
$62,000 more than a year ago, while its sur- 


resources aggregating nearly 
plus as to policyholders is $1,204,361, includ- 
ing $750,000 capital. The company’s net pre- 
mium income in 1923 was $1,044,240—an in- 
crease of about $45,000 over the premiums of 
The assets of the company are of high 
$750,000, value, of 
bonds (the entire 
New York State 
and other bonds valued at $283,141; mortgage 


1922. 
including 
States 


character, 
United 


ea - 
capitai ot 


par 
Government 
the company); 
loans on real estate to the amount of $4 
500; railroad and other stocks carried at $220,- 


303: cash, $73,877; premiums in course of 
collection, $201,500, and accrued interest, $20,- 
the liabilities 


reserve of $523,971, a 


147. Among are an unearned 


premium reserve for 
taxes of $113,305, and loss reserves of -over 
$60,0C0. 

The Lloyds Plate Glass has been in active 
business for over forty-one years, and now 


in all of the States and 


17 


operates territories, 


except Alaska, Mississippi, Oklahoma, Porto 
Rico, Philippine Islands and South Dakota, 
writing glass insurance exclusively. During its 
long and honorable history it has won high 
favor among policyholders, agents and brokers 
by its excellent service and liberal adjustments, 
and the data above given well indicates the 
high standing of the company financially, as 
well as its popularity among those carrying 
plate glass insurance. 

William T. Woods, president of the Lloyds 
Plate Glass, and Charles E. W. Chambers, 
its secretary, have actively participated in the 
management of the company for many years. 
Other officers of this strong company are: 
Frederic J. Middlebrook, vice-president, and 
Robert K. Meneely, assistant secretary. 





More “Pep” in Business Is Urge of Phila= 
delphia Casualty Association at 
Banquet 

The Casualty Underwriters Association of 
Philadelphia, the largest strictly casualty asso- 
ciation in Pennsylvania, recently gave the first 
banquet ever given during the ten years since 
its organization. 

The banquet was given with the purpose of 
livening up the entire organization. S. H. Pool, 
resident manager of the Fidelity and Casualty, 
often mentioned as the ‘“‘dean” of casualty men 
in Philadelphia, was the principal speaker of 
the evening. In his speech Mr. Pool outlined 
the great changes and improvements in the 
business since the first casualty branch office 
was opened in Philadelohia in 18901. The un- 
derlying messages in all the speeches made by 
the members inculcate in the 
minds of the that a more 
lively interest should be taken in the associa- 
The keynote of successful business lies 


older were to 


younger members 
tion. 
in putting more “pep” in business, and in let- 
ting competition and co-operation ride side by 
side. 

The banquet proved to be such a complete 
success that it was decided to make an annual 
affair of it. 


Zurich General Employees Celebrate 


The employees of the Eastern department of 
the Zurich General Accident and Liability In- 
surance Company held a dinner dance at the 
Aldine Club in New York city last week. The 
affair was the first of its kind to be given by 
the New York branch of the organization and 
was successful in every way, about IIO per- 
sons attending. Such a favorable expression 
of opinion developed regarding this event that 
it is expected to be made a semi-annual occur- 
rence. Arrangements were in charge of Mr. 
Rooney, Mr. Hassell and Miss Oltmanns. 


Wm. H. Brewster Goes to Kenny Agency 

William H. in local 
casualty insurance circles, recently joined the 
force of the Kenny Agency, Inc., New York, 
as assistant underwriter in the compensation 
Mr. Brewster is well 
qualified to fill such a position, as for the last 
four years he has been connected with the New 


Brewster, well known 


and liability department. 


York branch office of the General Accident. 
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“I Guess nobody 
thought Tom 


would go under, 
did they?” 








i, 





Allright for old Tom- 


but what about his family ? 


““Where’s Tom?” they asked one another. 

“Dead,” saidone. ‘“‘Last night.” 

“Dead! Why he was O K Saturday.” 

“Yes, but he’s through now—no more work and 
worry for him.” 

“All right for him,” spoke up one with three 
children, ‘but what about his family>”’ 


Here’s where the insured employer can say— 
“Oh, they're all right, too. His Travelers policy 
for $1,500 will be paid today.” 


* * * 


Incidents like this leave an indelible impression 
upon workers. That is why employers are finding 
it a most effective means of crystallizing sentiment 
for the concern—of increasing satisfaction, decreas- 
ing costly labor turnover, and assuring a smoother 
and more dependable output. 


The cost is negligible. In fact, Group Insurance 
pays the employer by enabling him to operate with 
fewer but more efficient employees. Under ordinary 
circumstances, a payroll of $150,000 a year can be 
insured for $1,000 to $1,500—the cost of one ad- 
ditional employee. In many cases the cost is even 
less. a * * 


In no other way can the employer secure such 
sweeping results or do such vital good for so small 
an outlay. " - x 


This is one reason employers clung to their group 
insurance when all other welfare schemes were going 
by the board, why the number carrying group insur- 
ance has increased every year, and why there are 
now over 2,000,000 employees protected by it. 


There is a decided trend toward The Travelers for 
Group Insurance. 


Group policies are easy to sell. Why not try it? 


THE TIRAVEILERS 


INSURANCE COMPANY, HARTFORD, CONNECTICUT 
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LIABILITY RATE ADVANCED 


Revised Schedule Adopted for Apart- 
ment and Tenement Risks in 
New York City 


WILL BECOME EFFECTIVE ON 
MARCH 17 
Loss Experience Proved Need of Adjusted 
Basis—Municipal Zones Changed to 
Make Adequate Provision for 
Altered Conditions 

The National Bureau of Casualty and Surety 
Underwriters, at a meeting held last week, 
adopted the revised schedule of public liability 
rates for New York city which had been rec- 
ommended by the governing committee of the 
compensation and liability department. This 
action, together with the results of the gather- 
ing, was noted in these columns on February 
28 and it was then announced by THe Spec- 
rator that the Bureau would bend every effort 
to have the new rates become effective on 
March 17 instead of April 1. 

That this announcement was correct is shown 
by the fact that Jesse S. Phillips, general man- 
ager of the National Bureau of Casualty and 
Surety Underwriters, has now stated that the 
new rates will go into force on March 17. 
The revised schedule applies to public liability 
rates on apartments and tenement houses in 
New York city and refers to both renewals 
In making public the deci- 
sion of the Bureau with regard to this matter, 
Mr. Phillips contributed some interesting views 
on the entire subject of apartment and tene- 
ment house hazards in this line. 


and new business. 


He gave an 
outline of the conditions leading up to the rate 
revision and stated that the altered situation, 
due to augmented population, new building con- 
tracts and city development, has been reflected 
in the loss experience on risks of the class re- 
ferred to. The latest experience, said Mr. 
Phillips, indicated a serious inadequacy in the 
rates tor public liability coverage on apart- 
ments and tenements in this district; a status 
principally attributable to the fact that terri- 
torial boundaries established in 1918, when the 
last general rate revision took place, were no 
fonger proper for the conditions of the present 
time. The rate now depends not only on the 
‘vpe of building but also upon the location of 
the risk, 

With reference to the classification of haz- 
ards as they now exist, Mr. Phillips stated: 

There are iour classifications of apartment 
and tenement risks in Greater New York, as 
follows: Class A, apartments and tenements, 
with elevator, without store; Class B, with 
elevator, with store: Class C, without elevator, 
without store: Class D, without elevator, with 
store. [ach of these classifications has a rate 
tor each of the following sixteen territorial 
divisions: into which Greater New York has 
een divided for this purpose: 


Rate Experience 

: iaploreee “saben 

Borough Territories Districts 
Mathatian .... .. << ecscse 4 2 
as - 
BROW GIS cheles's Jel succes aiettr ear ae 4 12 
Een 4 16 
No nr ie 3 12 
pi ae I I 
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Continuing his discussion, the manager of 
the National Bureau of Casualty and Surety 
Underwriters pointed out that, under present 
methods of rating, the district experience can 
he accurately determined and, if it is favor- 
able, any one district can be transferred from 
its present rate territory to one having lower 
If unfavorable, it can be shifted to a 
Many 


rates. 
territory in which higher rates obtain. 
such transfers are made in the new rate revi- 
sion, said Mr. Phillips, and these have neces- 
sitated a complete rearrangement of the 
boundaries of the rate territories on such a 
scale that they can only be understood from 
a comprehensive description which will not be 
available until the new manual is published. 
The new rates are based on classified experi- 
ence for the three last policy years. The total 
exposures represented in this experience were 
718,991,728 square feet of area and 3,480,978 
feet of frontage, and the total losses amounted 
to $1,280,925. The fact that the business has 
been carried on at a loss by the companies for 
several years has made a substantial increase 
in the general rate level necessary, Mr. Phillips 
stated, and the National Bureau, on behalf of 
all the subscribing companies, will announce 
details of the new rates to brokers in Greater 
New York in a circular to be mailed on Satur- 
day, March 15. 

European General Reinsurance Makes 

Strong Statement 

The United States branch of the European 
Reinsurance Company, Limited, of 
London, presents a very strong statement as 
of December 31, 1923, its assets on that date 
having aggregated $9,352,117. Prominent 
among its investments are Government bonds 
valued at $3,569,660; State and municipal 
bonds worth $403,250; railroad bonds to the 
value of $2,808,796; miscellaneous bonds ap- 
praised at $809,675, and railroad and other 
stocks valued at $302,737. The company car- 
ried a cash balance of nearly $94,000, had $250,- 
000 invested in mortgage loans, and had pre- 
miums, outstanding interest accrued, and other 
assets making up the remainder of its re- 


General 


sources. The unearned premium reserve was 
$3,486,292, and the reserves for liability, com- 
pensation and other losses exceeded $3,711,000. 
In addition to reserves for taxes, commissions, 
etc., the company carried a voluntary con- 
tingent reserve of $207,373 among its liabilities, 
and shows a surplus to policyholders of $1,- 
5C0,000. 

The European General transacts all branches 
of casualty, fidelity and surety reinsurance in 
this country under the efficient management of 
ester, Fothergill & Hartung, New York, who 
also administer the American branch affairs of 
several foreign fire reinsurance companies. The 
irm named built up a large reinsurance busi- 
ness for the various companies it represents, 


and has gained a fine reputation for its equitable 
business methods. 


M. W. Doyle is manager of a branch office which 
the American Automobile Insurance Company of St. 
Louis, Mo., has just established in Indianapolis. 
W. R. 


\lexander is associate manager. 
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Single Glass Manual for New York State 

W. F. Moore, plate glass rater, has issued a 
new manual for New York State. This manual 
will take the place of the two manuals for- 
merly in effect and will cover both the metro- 
politan and up-State districts, formerly sep- 
arated into two manuals. The new nfanual wiil 
become effective May 1 and carries with it no 
change in rates. 

The new manual was issued in response to 
the new laws requiring casualty companies to 
file rate schedules. When Superintendent 
Francis R. Stoddard of New York asked 
justification for the two basis rates heretofore 
in use, it was decided instead to issue a single 
manual with one basis rate. The number of 
classifications has been reduced by two-thirds 
and thus the writing of plate glass insurance 
in New York State will hereafter become 
greatly simplified. 

L. V. Watson Joins Indemnity Company of 
North America 


Leonard V. Watson, who is well and favor- 
ably known by insurance brokers in the New 
York metropolitan territory, became associated 
with the Indemnity Insurance Company of 
North America as of March 1. Mr. Watson, 
a casualty underwriter of much experience, 
was made assistant underwriter for the com- 
pany in the Boston city district, with head- 
quarters at 107 Water street. His many friends 
in the business will be pleased to learn of his 
advancement. 


United Life and Accident Enters 
Massachusetts ; 


The United Life and Accident of Concord, 
N. H., has been licensed to transact business 
in Massachusetts. Application for license was 
made to former Insurance Commissioner 
Clarence W. Hobbs, and action was deferred 
pending the Commissioners’ Convention ex- 
amination last fall. Following the company’s 
annual meeting, when the attempt of the 
former president to transfer the control of the 
company to a Delaware holding company was 
unanimously turned down, a new application 
was filed. 

The company is now licensed to write life, 
accident and health in Massachusetts and L. B. 
Shearin of Worcester was the agent of record. 


Three-Cornered Contest Arranged 


The National Fidelity Life Insurance Com- 
pany, the Business Mens Assurance Company 
and the Midland Life Insurance Company, all 
of Kansas City, Mo., have arranged a three- 
cornered contest between the agency forces 
of the company. The contest was arranged at 
the recent banquet held by the Midland Life 
to celebrate the opening of its new home office 
building. President W. T. Grant, of the Busi- 
ness Mens Assurance; President R. H. Rice, 
of the National Fidelity, were guests of Presi- 
dent Daniel Boone, Jr., at this banquet and it 
was discovered that each company had set 
its new production mark for 1924 at seven 
The contest arrangement 
was the natural result of this discovery. 


and a half million. 
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SUBMITS BRIEF 


U. S. Chamber of Commerce Argues 
“against Fitzgerald Bill 





NOT OPPOSED TO COMPENSATION 


Activity of Present States’ Funds Analyzed 
—Decided Trend to Private Carriers 
The Unite States Chamber of Commerce 

has submitted a thorough and well-prepared 

brief to Chairman Roy G. Fitzgerald, of the 
sub-committee on the Fitzgerald Bill of the 

House committee on the District of Colum- 

bia. This brief, consisting as it does of a 

dozen closely typewritten pages, gives a full 

and concise picture of the situation as it exists 
in reference to State fund monopolies and pri- 


vate carriers of workmen’s compensation insur- 


ce. 
gore care is taken to fully explain the 
position of the Chamber in the first paragraph, 
which follows, together with other interesting 
extracts from the text: 


This brief is submitted in support of state- 
ments made on behalf of the Chamber of Com- 
merce of the United States in opposition to 
the adoption of the Fitzgerald Bill. It is re- 
quested that this be read to the sub-committee 
considering this matter and then entered in the 
record of the hearing. At no time has the Na- 
tional Chamber opposed the principle of work- 
men’s compensation and it is not doing so now. 
[ make this point because you are quoted in 
the press as saying that the United States 
Chamber of Commerce seeks to defeat work- 
men’s compensation. It is not objecting to any 
feature of your bill, excepting the monopolistic 
provisions which would put the government in 
the insurance business to the exclusion of all 
types of private insurance carriers as well as 
self-insurers. 


STATE Fund INSURANCE 

In any legislation for workmen’s compensa- 
tion, an important feature is assurance that an 
employee or his dependents will actually, re- 
ceive payment in the case of injury. In thirty- 
ive States the employer may insure his work- 
men’s compensation risk with a private com- 
pany, or if able to meet certain standards of 
solvency, may self-insure. Nine of these States 
have created competitive State compensation 
funds with which the employer may place his 
insurance, if he so desires. Seven States, with- 
in the boundaries of the United States, have 
monopolistic State funds with which the em- 
ployer must insure his compensation risk—with 
the exception, in two of these States, that the 
employer may be permitted to become a self- 
insurer. During 1922, approximately $148,- 
000,000 was paid for workmen’s compensation 
insurance in this country (exclusive of self- 
insurance and reciprocal insurance), and of this, 
the State funds—both competitive and monop- 
olistic—received about $31,000,000, about $16,- 
500,000 being collected by the monopolistic 
funds. 


Net Premiums 
State Funds 


1911 California $5,004,881 


Buber MUNCH TANG & <, c:2.cr wotelasloe ered 322,372 
AES GW. NOSE. a cdornis cc ne low aes 3,100,115 
Soa! MABVIANG) o-c'xco aS enon ne eee 201,367 
REDS MEE RSEN a sa crores caters bietersseare 202,981 
ein GOlOranlOnn oss: jcc elaine eee 364,010 
1915 Pennsylvania .......-eee0. 2,190,011 
BOVE WRAB otis sia ietioeweaeaes 189,994 
DRL ePEINANG! (sricadaataae arenes het 255,078 


eae wivis, 0:6 99:6 0 0c 4 s\e.elee ee.e $11,830,809 





MoNoPo_istIc 
The amounts received by each monopolistic 
fund for the calendar year 1922 or the fiscal 
year nearest thereto, together with the year in 
which the original compensation law was en- 
acted, were as follows: 
USED NGvaGs bc acwdeesc ide naseccveaurs $ 263,749 


IDEE  Waskingign. ..c3osccedewdtavecewoe 1,914,568 
BEL. Chi omic a a eae Wikiw ae wore Meee aoe 8,935,371 
ESES «West VitGitiid. cccccecccccsovscans 3,384,464 
EUEo CPCROM) (cere cecW vines ar asece aca 1,206,000 


ESI «=WyOUHNe. nc ccsesavanewrencncuces 329,734 
1919 Nosth Dakota 2.00 .ccceceeses ede 415,564 


It is important to note that all of the monop- 
olistic workmen’s compensation measures, with 
the exception of the one in North Dakota, were 
adopted when the principle of workmen’s com- 
pensation was still new. It is a fair assump- 
tion, therefore, that the citizens of the eighteen 
States, exclusive of North Dakota, which have 
adopted workmen’s compensation laws since 
IQI5 were not very much impressed with the 
results secured by this government experiment. 
North Dakota adopted a monopolistic work- 
men’s compensation law in 1919, during which 
time the Non-partisan League was putting the 
State government into various other forms of 
private enterprise. 

Much emphasis has been placed by the pro- 
ponents of the Fitzgerald Bill upon the success 
of the Ohio monopolistic State insurance fund. 
It is difficult to reconcile this with the fact 
that 36 per cent of the Ohio risks are self- 
insurers, and that service agencies have been 
developed to render service which any mutual 
or stock company provides for its policyholders. 
These service agencies are secured by employ- 
ers, at their own expense, to furnish the “ser- 
vice’ which they should be receiving from the 
State government insurance fund. 

Self-insurance, preferred by many large and 
small employers, and permitted in Ohio, would 
be forbidden in the monopolistic bill proposed 
by you for the District of Columbia. 


CoMPETITIVE 

The table given below indicates the 
which the original workmen’s compensation law 
was enacted in each of the States having a 
competitive fund. It also presents the amount 
of premiums received during 1921 (the latest 
year for which data is at hand) by the fund, 
the private companies and the percentage of 
each. The figures for the State funds are in 
several instances for a fiscal year, either run- 
ning back into 1920 or forward into 1922. 

The disinclination of the employer to carry 
his insurance with the State is evidenced by the 
much larger proportion of premiums paid to 
private companies. The higher percentages in 
California, Colorado, Idaho, Montana and Utah 
are attributable in part to the monopolies which 
these State funds have of insurance on public 
employments and contracts on public works. It 
should be emphasized that the foregoing figures 
exclude self-insurance. If this were included 
the percentage carried by the State funds would 
be even lower. 

It is evident, therefore, that the business man 
voluntarily and without compulsion prefers to 
place and keep placed his workmen’s compensa- 
tion with private carriers. The business man 
must watch his costs and if the State funds 
were furnishing service superior to that offered 
by private carriers, the percentages set forth 
in these figures would be reversed. 


year m 








Received Percentage of Total Received 

Private Carriers State Funds Private Carriers 
$8,549,226 36.9 63.1 
5,186,518 5.8 94.2 
36,273,291 7.8 92.2 
1.854.709 9.8 90.2 
144,828 58.4 41.6 
1,351,430 ya By 78.8 
4,352,118 13.2 36.8 
572,042 24.9 75.1 
414,441 38.0 62.0 
$68,698,603 14.69 85.31 


TAXICAB RATES ADVANCED 


Francis R. Stoddard Orders Minimum 
of $30 Per Month 


PRESENT CHARGES SHOWN 
INADEQUATE 


New York Superintendent Says Experience 
of Companies Demonstrated Need for 
Higher Rate—Change Became 
Effective March 4 


Francis R. Stoddard, Jr., Superintendent of 
Insurance of New York, has issued an order 
compelling all mutual and bonding companies 
writing taxicab business under the State High- 
way Law to adjust their rates for such lines 


to a minimum of $30 per month. The com- 


munication issued read approximately as fol- 
lows: 


Pursuant to the provisions of Subdivision 6 
of Section 141-b of the New York Insurance 
Law, a hearing has been duly held to de- 
termine whether the rates charged by your 
company for the insurance of taxicabs in New 
York city as required by Section 282-b of the 
highway law would produce an inadequate pro- 
fit. Your company was duly notified and was 
represented at the hearing. 

After careful consideration of the evidence 
taken in the hearing, I find that the rate filed 
by your company for taxicabs operating in 
New York city is inadequate within the mean- 
ing of the law. 

From my examination of the evidence I 
am of the opinion that any rate of less than 
$30 per month is inadequate within the mean- 
ing of the law. I hereby order you to adjust 
such rate immediately by increasing it to not 
less than $30 per month on all such policies 
now in force, and on all new policies written 
hereafter. 

You are directed to file such adjusted rates 
with this department, as required by law, 
effective as of March 4, 1924, at 12 o’clock 
noon, 

The steps leading up to the finding of 
Superintendent Stoddard regarding the situa- 
tion which arose out of the rate war that has 
been going on for some time in the New York 
metropolitan district were detailed in a state- 
ment given to a representative of THE Sprc- 
TATOR by the Insurance Department. In that 
statement Mr. Stoddard said: 


From the time the amendment to the High- 
way Law was passed, which required the ob- 
taining of a policy or bond by anyone engaged 
in the taxicab business, it has been the aim of 
the Insurance Department to allow the com- . 
panies to give as low a rate as possible, con- 
sistent with their solvency. The experience of 
the department indicates that the tendency of 
the ordinary mutual automobile company has 
been to write at an inadequate rate, as a result 
of which many of these companies have been 
liquidated, I did not wish the taxicab driver 
or the public to be in the unfortunate position 
which would develop were inadequate rates 
charged and the companies forced into liquida- 
tion. Recently there developed a rate war 
and some of the companies represented to me 
that they were being forced by competition to 
furnish policies at less than what they believed 
was an adequate rate. This meant that it 
would be only a question of time when any 
company selling its policies at such rates would 
be in difficulties. 
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THE BANKERS RESERVE LIFE COMPANY 


HOME OFFICE, OMAHA, NEBRASKA 


ROBERT L. ROBISON, President 
WALTER G. PRESTON, Vice-President. JAMES R. FARNEY, Vice-President. RAY C. WAGNER, Sec’y and Treas. 


FINANCIAL STATEMENT, DEC. 31, 1923 




















RESOURCES LIABILITIES 
State, County, Municipal and School Bonds... $8,645,093 .00 Net hetalnResenviens.c504is 65 sone de eee $11,436%541 00 
First Mortgages on Real Hstate......... .... 1,036,800 .00 Dividends Left with Company............... 295,360 .00 
leans 46 Policy Holders... .... 00.065. 66 60055 2,730,969 .57 Death Claims Reported... .., 6 <.scsuon ck canes 65,258 50 
ReaLtStaAte..5 0... 0.3. es eka 711,577 15 Unearned Interest, Premiums paid in advance 
Renewal Premium Notes. ee 137,930.51 and other items....... OC ee 218,799 12 
Cashumtomee............- phar. Ne 124.85 Capitals StockaPaid 180). 5 co sce os ee a ee as 100,000 .00 
Cashan Banks... ..... eee 511,835.95 Policy Dividends Calculated for 1924........ 924,7 790 00 
Accrued Interest on Sec urities Sere est 105,715 .42 Unassigned Surplus...... ae = 1,334,254 38 
Premiums in Process of Collection 94,956 59 
ct : sone $13,975,003 00 Total. ok ae $13,97: 5.00: 3 00 

A SOLID. CONSERVATIVE COMPANY 

Business in Force. ................00 0. cc cee eeee $86,000,000.00 

ANOTHER PROSPEROUS YEAR 
RECORD OF 1923 

Gain in Admitted Assets....................... $1,096,607.02 

Bonds and Mortgages Owned................... 9,681,893.00 

Business Issued and Revived...... .......... 18,500,000.00 

Paid Policyholders and Beneficiaries... 1,411,321.35 

Aggregate Interest Income..................... 674,019.20 

Legal Reserve Protecting Policyholders.......... 11,424,648.00 


GROWING STRONGER and STRONGER 














STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


: a oe: : MORE THAN 
sain as 3 TWENTY-ONE MILLION 


a a RER-G hay — 


occas DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 





p ee A 
INTER -SOUTHERN UFE BUILDING 


PROGRESSIVE 33 CONSERVATIVE 
THE INTER-SOUTHERN LIFE INSURANCE CO. The Growth of Oak 


LOUISVILLE, KENTUCKY ye ‘ 
sdineiinicei ieinent veditne The Solidity of Granite 


is a good Company 
CLEAN — STRONG — PROGRESSIVE On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 
Over $85,000,000 of business in force 
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Casualty, Surety, Etc. 
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It was obvious to the companies themselves 
that the conditions existing prior to the inter- 
vention of the New York Insurance Depart 
t could not continue if the taxicab bonding 
lines were to be written at a fair profit, and 
ore the measures taken by Superintendent 


men 


theret 
Stoddard were not exactly a surprise. With 
regard to the results of his investigation, Mr. 


Stoddard made the following statement : 


[ therefore instructed the Rating Bureau of 
this department to examine into the situation 
and to let me know accurately what the ex- 
perience of the companies, both mutual and 
bonding, has been since these companies be- 
ean doing this class of business. The results 
found by the actuaries of the department 
caused me to cite all mutual and bonding com- 
panies to show cause why their rates should 
not be declared to be inadequate. At the hear- 
ing, the company representatives frankly ad- 
mitted that they had been forced by competition 
to write at inadequate rates and the findings of 
the actuaries conclusively showed that it is 
hazardous for any company to write at a rate 
less than $30 a month. I therefore have issued 
an order to each of these companies requiring 
them to increase their rates to not less than 
$30 per month. 


Pelicyholders of Defunct Mutual to Be 
Sued 

Commissioner of Insurance L.. T. 
Michigan, has announced that he will begin a 
series of legal actions in local courts against 
the policvholders of the defunct United States 
Mutual Automobile [ 
Bay City to recover unpaid assessments which 
had been levied for the purpose of paying off 
the company's indebtedness, receivership costs, 
litigation expenses, etc. These items in the 
aggregate are said to total between $50,000 


Hands, 


Insurance Company of 


t 


and $100,000. 

The United States Mutual Automobile was 
put under a receivership’s jurisdiction over a 
year ago, the liabilities at that time being 
alleged to be $g0,000. Creditors obtained a 
settlement on a Co per cent basis and assess- 
ments were levied on the policyholders for the 
debts still remaining. Commissioner | lands, 
arguing in the Ingham County Court, recently 
had two test suits against policyholders de- 
cided in his favor, and, with this as a pre 
cedent, intends to press legal action in the case 
of about 100 of the 4,000 members of the 
mutual in order to clear up the entire matter 
as soon as possible. 


Burglary Increase in Omaha 

OmaAna, Nes., March 3.—An increase of 50 
per cent in burglary insurance premium rates 
took effect in Omaha on March 1. 

Not all insurance agents and agencies here 
handling burglary insurance were notified the 
first day, and those who did not receive the 
notice were somewhat concerned. 

Opportunity for Bond and Burglary 

Underwriter 

An experienced bond and burglary under- 
Writer is needed at the home office of a West- 
ern company, which advertises its require- 
ments elsewhere in this number of THe SpeEc- 
An excellent opportunity is open for 
the right man. 


TATOR, 


DEATH OF T. A. WHELAN 
President of Fidelity and Deposit 
Company Dies Suddenly 
HAD BEEN WITH COMPANY OVER 30 
YEARS 


Mr. Whelan Had Served in Various Offices 
and Succeeded the Late Edwin War- 
field as President in 1920 
Thomas A. Whelan, widely known for many 
years as an official of the Fidelity and Deposit 
Company ot Balitmore, and president of that 
company since January 20, 1920, died suddenly 
at his home on Tuesday last. Fle had been at 
his office in the morning on that day, but be- 
‘ame ill while dining at the Maryland Club, 
ind was promptly taken to his home, where he 
led in the afternoon. 
Mr. Whelan was born in Baltimore, October 
1, 1854, and was a son of Thomas Whelan, Jr.. 
prominent lawyer. He was educated at 
Rockhill College, Ellicott City, Maryland, and 
at the University of Maryland, where he re 
ceived his law degree. [lollowing his gradua- 
tion, he took up the practice of law, and the 
idelity and Deposit Company became one of 
his clients. He was placed in charge of the 
legal department of that company in 1892, and 
1893, was elected a director of the 
He became a member of its execu- 


in January, 
company. 

tive committee in 1895, and four vears later 
was elected fourth vice-president. In Janu 
ary, 1904, he was elected second vice-president 
and in January, 1906, became first vice-presi 
dent. Following the death of President Edwin 
\Warfield. Mr. Whelan was on January 20, 
1920, elected president of the company, and has 
since ably filled that responsible office. During 
his administration the company has made great 
progress, and is recognized as one of the lead- 
ing institutions in its chosen line of activity. 


Life Insurance Course at New York 
University 

The sixth class in the life insurance training 
course at New York University will begin its 
work March 19 and finish May 31. 

Griffin M. Lovelace, director, reports that 
an average of sixty-two students have spent 
fiftv-two weeks in school. For the year the 
total amount of life insurance submitted is 
about $12,000,000. This represents a_ year's 
work by students working half time. 

The present class is writing at the rate of 
$250,000 a week, and is demonstrating that 
students can write as much on half time dur- 
ing school as they had formerly written on full 


time. 


Edward A. Collins te Address Advertising 
Clubs 

Edward A. Collins, direct advertising man 
ager of the National Surety Company, New 
York, will speak on March 6 before the Cleve- 
land Advertising Club and on March 7 before 
the Pittsburgh Advertising Club. His subject 
will be “Organization of a Direct Advertising 


Department.” 


Health and Accident Underwriers Meet 
(Continued from page 3) 

humanity, Mr. Ramey pointed to accident and 

health insurance. 

yet in its infancy, he believes. It offers the 

greatest field for constructive development. 


This phase of insurance is 


Sach year the trouble and dangers of conges- 
tion and speed result in additional accidents 
and deaths, so that there is need for accident 
insurance in every home. 

‘rom a beginning dating back just forty 
years, the present accident and health insurance 
has been evolved. In Mr. Ramey’s own words: 


\ccident and health insurance, a full brother 
to life insurance, is doing more to alleviate suf- 
fering, reduce the evils of want and poverty, 
revive drooping spirits, and keep the home 
fires burning than any other business in the 
world. It is a glorified philanthropy, helping 
when most needed, paying while vou live, help- 
ing others to help themselves, bridging the gap 
between sickness and health, between dis- 
ability and strength, keeping the life insurance 
policy in force, and the American family to- 
gether without the humility of charity. 
People are perceiving that it is both necessary 
and desirable while in health and free from 
injury to create a fund against the time when, 
hy reason of accident or illness, they can no 
longer earn. They are realizing that sudden 
and unexpected death is a greater financial 
disaster to their dependents than death from 
natural or expected causes. 

Men at all times have fallen into error and 
quarreled among themselves. So it has been 
with the incipient stages of the insurance busi- 
ness. These internal disputes have justified 
to a certain extent Government interference, 
but not to the extent in which they endeavor 
to take over a business. 

Mr. Ramey closed his talk by saying: 


Health and accident insurance companies can- 
not afford to concede to the States the valuable 
prerogative of running their own business in 
their own way so long as the results attained 
are helpful rather than harmful to the public. 
In any business where real competition is a 
factor, the inexorable law of supply and de- 
mand, whether of service or commodity, is a 
sufficient guarantee of reasonable cost to the 
consumer. This is true of the health and 
accident insurance business, and we _ should 
cherish and preserve the integrity of the busi- 
ness, so that it will be impervious to the in- 
trigues, attacks, or evil purposes of both 
demagogue and communist. ; 

Honor T. J. Falvey 

The Massachusetts Bonding and Insurance 
Company of Boston has inaugurated a “Presi- 
dents’ Drive,” for the purpose of putting 
through a never-before-equaled volume of new 
husiness as a compliment to President T. J. 
Falvey, who is now taking a long-denied vaca- 
tion. The drive will cover two months and is 
heing carried on without Mr. Falvey’s knowl- 
edge. 





Will Discuss Crop Insurance 
RicHMOND, VaA., March 3.—According to an 
announcement given out at Roanoke, Va., a 
joint meeting will be held March 1 of the Fruit 
Growers’ and Tobacco Growers’ Association 
at which the subject of crop insurance will be 


discussed. 
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“ALL THAT MONEY” 








LETTER TO A POLICY-HOLDER 





Dear Sir: 


It is a pleasure to answer letters from a policy-holder because when one takes the 
trouble to write me it shows that he values his contract of insurance and is critical of the 
Company's management—as he should be. 


In your letter you raise one of the most usual and 
perhaps natural questions. You say: 


‘*You (the Company) do not need ’all that 


money’.’’ 


It is a lot, isn’t it? Over a billion dollars! I 
don’t wonder that you raise the question. 

But let your thinking go a little farther. Take a 
look at the other side of the account. 


We have a Billion Dollars! 


But that isn’t the whole story. Our liabilities are 
prodigious too. 


Let me show you a little about how it works out. 


The laws of the State of New York said that on 
January 1, 1924, our policy reserves, in other words 
the chief item in our liabilities, amounted to over 
$800,000,000. These laws require us to have these 
reserves on hand, or be declared insolvent. You 
may ask me now what policy reserves are? ‘That 
would be a natural question. They are the fund 
accumulated by direction of law to redeem the 
bonds of the Company as they mature. Your 
policy is a bond which will mature like a municipal 
bond or a government bond at a fixed date, or at 
that uncertain date when death draws your name 
from the urn. When your name comes up the 
money must be ready. ‘This item is the largest 
item in our liabilities, but there are many others. 

There are policies reported as matured, unproved 
and unpaid. Other policies have matured, that are 
not reported. We must have money to meet all 
these claims. 


There is a lot of cash left with the Company by 
policy-holders to accumulate and advance pay- 
ments of various kinds have been made. ‘These 
items run into millions. 

There are taxes on business already done, and 
current bills representing millions more. 

There are other reserves for liabilities in con- 
nection with our organization, the Home Office 
and the field. 

And finally there are dividends payable in 1924. 
This item amounts to $54,000,000. 

Altogether these different items added together, 
plus the $800,000,000 of policy reserves, subtracted 
from the billion dollars of assets, leave us finally 
a contingency fund or surplus of about seventy 
million dollars. 

Do you think that a surplus of less than 8% is 
too large for us to have? Would you care to do 
a very large business on a surplus smaller than 
that if you knew it would have to be conducted, 
not only through your lifetime, but through the life- 
time of generations to come? 

You have a contract-share in all that property, 
but don’t forget that the other fellow has too. We 
can’t pay you more than we pay him on the same 
kind of contract. If we did, the law would get after 
us. 

Bluntly put, if we didn’t have ‘‘all that 
money”’ with a proper surplus, we would be 
insolvent. 

Now that you have taken a little journey through 
our liabilities, doesn’t the picture look a little 
different? 


You see there are about ten million people, first and last, directly or indirectly, 
interested in, and more or less dependent on, that billion dollars—‘‘all that 


money.”’ They must have a square deal. 


That’s why we have “‘all that money.”’ 


They must be paid when their day comes. 


NEW YORK LIFE INSURANCE COMPANY 


New York, February, 1924 


DARWIN P. KINGSLEY, President. 
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Life Insurancé 








CONTINUES TO PROGRESS 


Life Insurance Company of Virginia 
Has Good Year 





OVER $250,000,000 OF INSURANCE IN 
FORCE 


Company Has Over $36,000,000 in Assets 
invested in Southern Farm and 
City Real Estate 
The Life Insurance Company of Virginia, 
of Richmond, which, on December 31, 1923, 
completed its fifty-third year of continued and 
successful business in its statement as of that 
date, continues the record of progress which 
has made it known not only as the largest life 
insurance company located south of the Mason- 
Dixon line, but also one of the leading life 
insurance companies in the country. Through 
careful and conservative management, the com- 
pany has long prospered, and under a policy of 
expansion has broadened its field of operation 
in every direction from its home State until at 
the present time it operates in fourteen con- 

tiguous States. 

On December 31 last the company had insur- 
ance in force amounting to $255,168,568, which 
was an increase of $24,846,405 over the pre- 
vious year. Similarly, the number of policies 
in force increased by 74,092, amounting at the 
end of the year to 1,090,029. The company had 
assets at the end of the year of $36,916,614, 
which represented an increase of $4,282,681 over 
December 31, 1922. Over 80 per cent of these 
assets are invested in first-class and selected 
mortgage loans on farm and city real estate 
located throughout Virginia, North Carolina, 
Ohio, Indiana, South Carolina, Illinois. and 
various other Southern and Western States. 
The total of such loans was $29,670,958. Other 
assets were United States Liberty Bonds, $ 

railway bonds, 
municipal bonds, 

$215,856; real 


railroad and_ street 
$700,748; State bonds, $5119; 
$25,667 ; parabens bonds, 
estate, $928,589; bank stocks, $30,375; loans on 
collateral, a. loans on company’s policies, 
$1,730,436; cash in banks and offices, $762,730; 
interest and rents due and accrued, $686,184; 
net uncollected and deferred premiums and pre- 
$1,103,844. The reserve on poli- 
cies in force was $29,925,446; other liabilities 
were $2,447,761, making total liabilities of $32,- 
373,207, thus leaving a surplus of assets over 
liabilities for the protection of policyholders of 
$4,543,407. This latter item includes a capital 
of $2,000,000. 


023,007 ; 


mium notes, 


Other interesting items in the company’s an- 
nual statement are the gross income for 1923, 
of $10,802,249, or $1,300,340 more than in 1922 
The increase in policy reserve was $3,351,845. 
During 1923 the company paid in death claims, 








world.”’ 


(with very low lapse) 


(Never a loss of principal or interest) 


(To make assurance doubly sure) 


OHIO, INDIANA, 


WM. H. HUNT, President. 





“I personally know ‘THE MEN BEHIND’ your Company are 
essentially the force for righteousness and fine attainments to 
which The Cleveland Life owes its proud position in the insurance 


Strong words of praise, perhaps,— 
INSURANCE IN FORCE................ 


ADMBETED ASSETS:...2..: 2.25 e080 cee css 


CAPITAL, SURPLUS AND SPECIAL FUNDS......................... 


Writing both Participating and Non-Participating policies in 
“THE GREAT INDUSTRIAL HEART OF AMERICA.’’ 
General Agency openings to satisfy the most ambitious, in 
ILLINOIS, MICHIGAN, 
and KENTUCKY. 


THE CLEVELAND LIFE INSURANCE COMPANY 


but merited. 


$34,717,621 
5,236,757 


556,885 


WEST VIRGINIA, PENNSYLVANIA 


HOME OFFICES: CLEVELAND, OHIO 








etc., $2,696,034 to policyholders. This brings 
the total payments to policyholders since organ- 
ization up to $32,747,895. 

As a concrete evidence of the recent enor- 
mous growth of this company, it may be noted 
that on March 1 of last year the company let 
a contract to the John T. Wilson Company of 
Richmond for a new eleven-story skyscraper 
office building to be erected at the corner of 
Broad and Tenth Richmond, Va. 
This building is rapidly nearing completion and 
will be ready for occupancy within the next few 
months. The structure will cost in the neigh- 
borhood of $900,0co. It will be used as an 
annex to the old home office building and will 
be similar to it in every possible way, and will 
be connected with the old one by an “L” on 
the latter structure. 

The Life Insurance Company of Virginia is 
a company with a reputation gained by years of 


streets in 


dealings with policyholders which 
Satisfaction to 


satisfactory 


have been beyond reproach. 


policyholders, and the placing of the policy- 
holder’s interest and protection as the primary 


official and employee of the 


work of every 
company has borne the expected fruit. With 
fair treatment to policyholders as their ideal, 


agents of the Life Insurance Company of Vir- 
ginia lave been so trained that their every effort 
is bent towards the maintaining of the high 
standards of the company, which has been for 
fifty-three years its motivating impulse. 

The company was incorporated March 21, 
871, by an act of the Virginia Legislature and 
started business with a capital of $200,000. Its 
capital now amounts to $2,000,000. Its growth 
has been persistent throughout the entire period 
of its existence, no sudden fluctuations ever 
being allowed to disturb the equanimity of its 
solid progress. The surplus of assets over 
liabilities amounts to the handsome sum of 
$4,543,407. 

The steadiness of its growth can well be 
visualized by the accompanying resumé, which 


GROWTH IN FIVE-YEAR PERIODS 


Gross Income 


Year for the Year 
EUR a ce oc sceaeaatinre sire ee $ 1,570,359.51 
1 TE Aaa aac Ae aes 2,650,011.46 
BE ets ann cela Kaba aa 3,842,070.34 
DNR ceca oe ete en eae 6,267,654.51 


10,802,249.09 


Number of 


Policies in Outstanding 





Assets at Force at End Insurance at 
End of Year of Year End of Year 
$ 1,565,414.33 338,906 $ 39,717,431 
4,444,711.62 492,191 63,309,202 
9,746,273.87 637,973 94,668,092 
18,362 75 828,903 149,170,320 
36, 916, 613.75 1,090,029 255,168,568 


25 


shows its progress in five-year periods since 
1903. 

The Life Insurance Company of 
has been under the same management since 1886, 
the present president, John G. Walker, succeed- 
ing his brother, G. A. Walker, to the presidency 
in 1901. Mr. Walker is most active in the direc. 
tion of the company’s policy, and much of its 


Virginia 


present-day success may be ascribed to him. 
His personal interest in his official family and 
in the individual members of the agency organ- 
ization has endeared him to them, and the high 
regard in which he is held by the life insurance 
world is reflected in the interest shown in the 
succeeding annual statements of the company. 


The Life Insurance Company of Virginia 













QUALIFY 
for our 


@ SPRINGFIELD 


GENERAL AGENCY 











This agency, one of the best in the ‘‘show me” 
state of Missouri, will go to YOU, if you can 
‘“show us”’ that you are the best man for the 
place. 

Are you a large personal producer, a good 
organizer, capable of earning from $12,000 to 
$25,000 Po year, and have you accumulated 
at least $25,000 in assets? Show us that your 
record matches this, and the agency is yours, 








We will give you our entire co-operation in 
a line of policies with new selling features and 
settlement provisions, a low percentage of 
rejections, and assistance in finding and closing 
business. 


Your contract, direct with the home office, 
will call for a liberal first year commission, a 
renewal commission, a collection fee, an office 
allowance and a business-development allow- 
ance. 

This, from a company with more than 
$125,000,000 of insurance in force and greater 
assets in proportion to liabilities than any 
other company in the same field. 


Show us that you can qualify. Address 


“MISSOURI”, care this paper. 


Notre: We also have an unusually attrac- 
tive, special contract for good salesmen whose 
experience is limited. 
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transacts both ordinary and industrial insur- 
ance in the Middle Western and Southern 
States, embracing Virginia, North and South 
Carolina, Georgia, Louisiana, Alabama, Dis- 
trict of Columbia, Ohio, Maryland, Michigan, 
Indiana and West Virginia. It writes approved 
forms of insurance contracts in the ordinary 
department of from $1000 to $50,000. All poli- 
cies are non-participating, with low rates. The 
contracts are clear, definite and liberal, and in- 
clude additional benefits for accidental death 
and total and permanent disability clauses. 
Monthly income policies and annuity contracts 
are written in an especially attractive manner. 

The officers besides John G. Walker who con- 
tribute much to the company’s steady develop- 
ment are: W. L. T. Rogerson, A. S. Hurt and 
L. R. Walker, vice-presidents; E. D. Harris, 
assistant vice-president; B. H. Walker, assistant 
vice-president; A. C. McKenney, secretary; G. 
C. Hall, medical director; J. S. Davenport, Jr., 
actuary; R. Gilham, treasurer; T. St. G. 
Cooke, assistant secretary, and I. T. Townsend, 
assistant secretary. 


WASHINGTON NEWS 


New York Representative Wants to Endow 
World War Veterans 


WasuincTon, D. C., March 3.—Twenty-year 
endowment policies in lieu of other compensa- 
tion for world war veterans are urged by Rep- 
resentative Fish of New York, himself an in- 
surance man, as a means of satisfying the 
veterans’ demand for a bonus, while at the same 
time postponing for a number of years the big 
cash outlay by the Government which is im- 
mediately required under other plans. 

The New York Congressman is strongly in 
favor of the bonus, but is not in favor of cash 
payments at this time, when every effort is be- 
ing made to reduce taxation. Accordingly, he 
has prepared a bill which he has submitted to 
the House ways and means committee which, he 
believes, solves the problem, deferring the time 
when the Government must pay, yet giving the 
men more than they would receive under the 
cash-bonus plan. 

Policies would be issued to all men in the 
Government’s fighting forces during the war, 
the amounts being based upon length of ser 
vice. Men with sixty days’ service would re- 
ceive policies for $400, and the amount would 
be increased at the rate of $400 for each six 
months’ service up to a total of $1600 
twenty-one months or over. The policies would 
have a feature after the third 
equivalent to approximately $78 for an aver- 
age policy of $800, but with the limitation that 
not more than 50 per cent of the face value of 
the policy may be borrowed. 

The bill carries such features as the payment 
of insurance to the beneficiaries of 


for 


loan year 


veterans 


who have died since their discharge, or may 
die before January 1, 1925, the date on which 
Mr. Fish’s measure would become effective, 


as well as the payment of $800 each to the 
beneficiaries of men who died in service and 
carried no insurance or did not come 
the 


within 


automatic insurance provisions as_ estab- 


lished in full by the war risk insurance act. 
“The total cost of the two-year endowment 
insurance would be $2,280,549,301, in the event 
that all veterans applied,” declared Represen- 
tative Fish, in discussing his measure. “I esti- 
mate from experience gathered from distribu- 
tion of monetary recognition in certain States 
that at least 15 per cent will not apply for 
various reasons, which would reduce the total 
cost to $1,938,466,926. To this amount must 
be added the sum of $147,044,000, to pay for 
insurance to be given the beneficiaries of those 
veterans who have died since discharge and 
$4,000,000 more to take care of those who died 
in service without any insurance. The grand 
total would amount to $2,089,510,906, or an 
average of $104,475,545 for twenty years.” 
Mr. Fish points out that his plan will not 
hamper business, harm economic stability or 
affect the price of Liberty bonds, while the 
total cost will be less than would have been 
the cost of two additional months of war, based 
on general staff figures of $44,000,000 a day. 


Occidental Life Makes Excellent Progress 
A steady ratio of progress has been Noticed 
successive annual statements of the 
Occidental Life Insurance Company of Los 
Angeles, Cal., since its organization in 1906, 
The annual statement as of December 31, 1923, 
shows that that year proved no exception to the 
rule, as substantial increases were the results 
in practically every item of the year’s work. 
An analysis of the statement shows that on 
December 31, last, the company had 20,143 life 
insurance policies in force, for insurance out. 
standing amounting to $48,664,246, which was 
an increase of over $5,600,000 over the corres- 
ponding item at the end of 1922. During the 
year the company wrote $12,797,902 of new 
paid-for business. This insurance written js 
an increase of $2,000,000 over that written in 
1922. The company’s premium income during 
1923 totaled $1,480,680, while its total income 
was $2,107,261, including income from the acci- 
health department amounting to 
The company paid out $198,735 in 


in the 


dent and 
$243,982. 














Real Hetate............. 
First Mortgage Loans. ... 


<5 kate ae i eee ee 11,205,905, 


Poly 1006... 2.5.55. 25 


og a ee ee ee rr eee 
Government and Municipal Bonds................. 
casis ton Clee eet TS... ©. 0 5 pe ee dee sess 


Due from Reinsuring Companies on Death Claims re- 


ons, canis jee oR A 2,000. 
Interest and Rents due and accrued................ 747,212. 
Net Due and Deferred Premiums.................. 221 440. 


INSURANCE 


ROYAL UNION LIFEU 





FINANCIA 


$465,610. 


2,289,531. 
175,464 
284,621. 
420,005. 





$15,811,792.) 


IN FORCE 











(Name formerly Sta 


ROYAL UNION LIFE BUILDIN 


A. C. Tucker, President 
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death claims, while endowment, disability, 
double indemnity, annuity, surrender value and 
dividend payments brought the total paid policy- 
holders up to $398,023. The total expenditures 
(including $212,445 disbursements of the acci- 
dent and health department) amounted to 
$1,340,971, thus making the excess of income 
over disbursements $766,390. The admitted 
assets total $5 204,052, an increase of $826,510 
over the previous year’s. The assets of the 
company are well invested and yield remunera- 
tive returns, and consist principally of mort- 
gage loans, amounting to $3,309,370, high class 
bonds, $485,013, policy loans $820,123, cash 
$211,576, and real estate $87,598, other assets 
bringing the total to the above mentioned item. 
The outstanding liability of the company was, 
of course, its premium reserve of $4,253,474; 
the total liabilities were $4,686 765, excluding 
$38,568 surplus apportioned. The company’s 
unassigned surplus, including capital on Decem- 
ber 31, was $478,718, while the total surplus 
funds were $517,286. 


This is a splendid record and merits the 
approval of all interested in the company’s 
welfare, including both stockholders and poli- 
cyholders. This resumé shows that the com- 
pany has built up an excellent volume of busi- 
ness under capable and progressive manage- 
ment. Investments have been well selected and 
yield satisfactory rates of interest. The com- 
pany has been managed on an economical basis 
moderate management expenses and a 
loss ratio well within the expected. The Occi- 
dental Life writes life, accident and health 
insurance and has been under the direction of 
the following officers, who are quite respon- 
sible for the success achieved by the company. 
The roster includes president, H. J. Burkhard: 
vice-president, J. F. Burkhard; second vice- 
president, E. L. Blanchard; secretary, R. J. 
Giles; treasurer, J. W. Vaughn; council, B. E. 


with 


Page; medical director, Dr. Dudley Fulton; 
assistant medical director, Dr. Donald W. 
Skell; actuary, assistant secretary, P. L. 


Davies; all capable and efficient executives. 
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William Koch, Vice President 


$109,447,793.00 
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HEADS PHOENIX MUTUAL 





Archibald A. Welch Becomes Presi= 
dent of Hartford Company 





J. M. HOLCOMBE BOARD CHAIRMAN 





Former Actuary and Vice-President Promi- 
nent in Insurance and in Local 
Educational Circles 


John Marshall Holcombe, for many years 
president of the Phoenix Mutual Life Insur- 
ance Company of Hartford, resigned at a 
meeting of the board of directors held last 
week and Archibald A. Welch, formerly vice- 
president, was elected president of the com- 
pany in his stead. Mr. will con- 
tinue to serve the company as chairman of the 
board of directors. 

Mr. Welch was born in Hartford in 1859, 
son of the late H. K. W. Welch, a prominent 
lawyer, and at one time Speaker of the House 
of Representatives. He was prepared for col- 
lege at the Hartford High School and was 
graduated from Yale with the class of 1882. 
His fondness for mathematics and his ability in 
that line found scope in actuarial work, first 
with the Travelers Insurance Company, and 
later in 1890 he came to the Phcenix Mutual 
as actuary. During his thirty-three years with 
the company he has won a name that stands 
high in insurance and actuarial circles through- 
out the country. He is an ex-president of the 
Actuarial Society of America, of which he is a 
charter member, and is now a member of the 
council, his advice being frequently sought on 
important matters relating to the Society. He 
also served on the committee for the Medico- 
Actuarial Mortality Investigation. 

He is a director of the Phoenix National 
Bank and trustee of the Society for savings, 
also a director of the First Reinsurance Com- 
pany and a park commissioner. He has always 
been keenly interested in all educational lines, 
is vice-president of the American School for 
the Deaf, was for fifteen years chairman of 
the high school committee, is now a director 
of the Hartford Retreat for the Insane, is a 
director of the Hartford Philharmonic Society 
and of the Art Society, and president of the 
Hartford School of Music. He served as 
chairman of the Mayor’s Americanization com- 
mittee and is ex-president of the Central Coun- 
cil of Social Agencies, also of the Hartford 
Chamber of Commerce. 

In 1922 Trinity College conferred on him 
the degree of Master of Arts. 

Mr. Welch is well equipped for the duties 
He has been an im- 
portant factor in the growth and development 
of the Phoenix Mutual and is responsible in 
a large measure for the attractive forms of 
policies which the company issues and which 
have added to its membership. His name is 
coupled with the best in life insurance and 
under his management the company is assured 
of that same steady growth in all directions 
that has placed it among the leaders in sound 
underwriting. 


Holcombe 


that will rest upon him. 
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FINANCIAL STATEMENT | 

December 31, 1923 | 

ASSETS LIABILITIES | 

Mabeaited Apeets........:........./82 23,217,318.93 ng, ee eee er remy $20,849,072.51 | 
Dividends for  Policy- | 

holders.............- $1,163,142.88 | 

Capitaland Surplus..... 1,205,103.54 2,368,246.42 | 

| $23,217,318. 93 $23,217,318.93. | 





GAINS FOR YEAR 1923 


Pee eee ere $ 3,516,450.70 
Serre eer ee Tee y. $35,035,324.00 


There is a humanness and a spirit of good-fellow- 
ship permeating our entire Organization that con- 
tribute to the peace of mind and happiness of our 


men. 


‘‘Ask a Jefferson Standard Man!’’ 


JEFFERSON STANDARD LIFE INSURANCE COMPANY 


Julian Price, President. 


Greensboro, North Carolina 


OVER $215,000,000 IN FORCE 




















of prosperous and successful business. 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 


34 Nassau Street 


THE MUTUAL LIFE 


The Mutual Life Insurance Company of 


New York has a record of EIGHTY YEARS 


It has 


insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 
New York 











A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 
AND 
BIG COMMISSIONS that make it worth- 


while to the salesman are the reasons for 
the increase. 


Specimen Rate 


Age 35—$16.30 per $1,000. 


Important districts open in Western Michi- 
gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 
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EQUITABLE OF NEW YORK 





One of the Billionaire Group Issues 
Sixty-Fourth Statement 





ASSETS NOW OVER 686 MILLION 





Agency Company’s Service to Policyholders 
—Group Pioneer Records Substantial 
Gains 
New York State boasts of but few life in- 
surance companies to-day but those domiciled 
there are among the largest financial institu- 
tions in the world. Not the least of these is 
the Equitable Life Assurance Society of the 
United States, now entering its sixty-fifth year 
of continuous operation as an agency company. 
The Equitable properly prides itself on the 
service rendered, providing as it does a “pol- 
icy for every life insurance need.” Liberal 
contracts provide for every contingency from 
death benefits for family protection to pen- 
sions for old age, income and death benefits 

for employees. 

The sixty-fourth annual statement of the 
Equitable records total admitted assets of 
$686,044.357, $204,749,273 of which is repre- 
sented by first mortgage loans on real estate, 
and $337,.330,867 bonds of good interest earn- 
ing capacity. Reserves on policies amount to 
$370,360,414, and sums set aside for dividends 
to reduce cost of insurance total $38,846,000, 
while reserves for other contingencies are 
placed at $46,995,304. Total income in 1923 
was $164.772,040, premium receipts, including 


$1,598,963 for accident and health insurance, 


being $125,848,.455. Interest and rents produced 
$31,335,280, which coupled with income from 

t sources was more than sufficient to 
take care of all expenses of management and 
operation, including agents’ commissions and 
Disbursements on all ac- 
counts amounted to $144,657,711, so that more 
than $20,000,000 was saved out of income. Pay- 


home office salaries. 


ments to policvholders totaled $109,291,568, of 
which about $77,000,000 went to living policy- 
holders in the form of matured endowments, 
annuities, surrender values and dividends; the 
last-named item accounting for $33,408,364. 

In 1923 total new business issued amounted 
to $584.717,618, exclusive of $43,991,903 group 
insurance. The total insurance in force as of 
December 31, 1923, was $3,446,574,467. 

The Equitable Life 
double indemnity for accidental death in addi- 
tion to regular death benefits in connection with 
its contracts. In connection with its group in- 
surance department the company maintains a 
health and welfare service bureau of great 
value to all employees of labor. 


issues disability and 


An extensive agency training system is main- 
tained, with the result that agents of the 
Equitable have substantially increased their 
capacity for serving the insuring public and 
at the same time have added to their own in- 
dividual earnings. The results obtained by the 
Practical application of the Equitable’s agency 
training methods are reflected in a material re- 
duction in the cost of acquiring and main- 
taining a productive agency force. 





The official family of the Equitable is 
notable for a long list of men who have been 
highly honored by the insurance world in many 
ways. Counted among its officers are those 
who are regarded as authorities in various 
phases of life underwriting and successful in- 
surance company management. The Equitable 
Life has pursued a liberal policy in giving to 
the insurance world at large the benefit of its 
experience and the wise counsel of its vari- 
ous officers who have frequently addressed 
gatherings of insurance men, including execu- 
tives, medical examiners, actuaries, agents, and 
others, and who have also contributed freely 
to the insurance press and have produced 
authoritative original insurance literature in 
permanent book form available to any and all 
insurance men alike. These officers include: 
W. A. Day, president; J. V. E. Westfall, vice- 
president; William Alexander, secretary; 
Frank H. Davis, agency vice-president; Rob- 
ert Henderson, vice-president and 
actuary; William E. Taylor, second vice-presi- 
dent; Wm. J. Graham, second vice-president ; 
John A. Stevenson, second vice-president ; 
Thomas J. Parkinson, second vice-president; 
Lem O. Fisher, second vice-president; Ray D. 
Murphy, second vice-president and associate 
actuary; T. H. Rockwell, medical director ; 
Meredith Laffey, treasurer; Gerald D. Brown, 
comptroller, and Walter H. Jones, auditor. 


second 


Indiana National Life Liquidation 
INDIANAPOLIS, INp., February 23.—Stock- 
holders of the Indiana’ National Life Insurance 
Company, which was sold in receivership sev- 
eral months ago, will receive $14.17 a share for 
their shares, which at the time of the receiver- 
ship were worth $5, under an order issued in 
Judge 
The order was issued fol- 


Superior Court, Room 3, to-day, by 


Sidney S. Miller. 
lowing the submission of a report by Fred A. 
Sims, receiver, and Solon J. Carter, attorney. 

A total of $297,738.58 is being distributed by 
the order of Judge Miller. The concern was 
placed in receivership in a suit filed by U. S. 
Lesh, attorney-general, on behalf of the State 
Insurance Department. The business was sold 
later to the Inter-Southern Life Insurance 
Company of Louisville. 


Bankers Reserve Life Statement 

The Bankers Reserve Life Insurance Com- 
pany of Omaha, Neb., enjoyed a prosperous 
year during 1923 and its annual statement as 
of December 31, 1923, shows that it now has 
business in force to the amount of $86,000,- 
000. Its admitted assets have reached the sum 
of $13,075,003, an increase during the year of 
$1,006,607. The company reports an _ unas- 
signed surplus of $1,334,254, giving a surplus 
to policvholders of $1,434,254. Its net legal 
reserve was $11,424,648. 

The company issued and revived business 
during the year to the amount of $18,500,000. 
It paid out to policyholders during that time 
$1,411,321. R. L. Robison is president and 
Ray C. Wagner is secretary. The company is 
desirous of obtaining managers in Delaware 
and Vermont. 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















New General Agency Appointments by the 
Atlantic Life 


RIcHMOND, VA., March 3.—The Atlantic Life 
of Richmond announces the appointment, effec- 
tive February 23, of Herbert L. Salsbury and 
Frank R. Hill, trading under the firm name of 
Salsbury & Hill, as general agents for South- 
ern Georgia, with headquarters at 307 Liberty 
Bank Building, Savannah. Sals- 
bury and Hill are well known in the life insur- 
ance business in the city of Savannah, and for 
a number of years past have successfully repre- 
sented the Missouri State Life at that point as 
district agents. 

A general agency appointment for the State 
of Maryland has been made and Clayton 
Demarest, Jr., took office March 1, with head- 
3altimore, 


Messrs. 


quarters at the American building, 
Md. 


New Policies Available 

Monday, March 3, the Attna Life Insurance 
Company made public a plan to extend its sub- 
standard policies. 
The substandard business was first inaugurated 
January 1 in the former department. The 
announcement of extending this business to the 
participating department will now enable ap- 
plicants to select either a non-participating or 
participating policy. According to the company 
this plan is in line with their procedure begun 
last year of increasing interest in the participat- 
ing policies which began by substantially de- 
creasing the premium rates and increasing the 
dividend. 


business to participating 


Gets Aetna Life General Agency 

ATLANTA, Ga., March 3.—The duties of gen- 
eral agent of the A®tna Life Insurance Com- 
pany, formerly held by the late W. E. Hawkins, 
have been taken over by Sam M. Carson, who 
for many years was superintendent of agents 
under Manager R. F. Shedden, of the Mutual 
Insurance Company, of New York. Mr. Carson 
is a past president of the Atlanta Life In- 
surers’ Association, and has lived here all his 
life. 
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J. H. EDWARDS, President DR. F. H. SCHOLLE, Secretary aid Med. Director BEN S. PAULEN, Treas. 
Condensed Statement of Condition of 
The Kansas Life Insurance Comp 
Topeka, Kansas 
The Progressive Kansas Company 
at the close of business December 31st, 1923 
Insurance in force $12,699,138.20 
$1,343,922.45 on deposit with the State Treasurer of Kansas in approved securities for the protection of our 
policy-holders. 
ASSETS LIABILITIES 
Government, State and Municipal Bonds Insurance reserve Life Policies. $820,032.00 
SS BU ics oe wee ah eck tes $588.754.51 Additional Death Benefits, Disability, 
Mortgages, first liens... .. are 841,445.67 SEC os 2 ee ee ae 30,488 . 43 
Policy Loans and Premium Notes... .. 106,862.52 Death Claims reported, proofs not com- ™ 
Real Estate,Book Value............. 12,628.66 ee ee eo a rer ey tee 1,000.00 SU 
Cash in Banks and Office............. 141,696.39 Dividends held, and accrued interest 
Imterest due and Accrued............. 34,296 . 66 thereon for policy-holders.......... 93,971.92 ; 
Due from Re-insurance Companies... . 15,148.67 ames Payette 1906. os cc eck tintcns 2,500. 00 Fa 
Deferred and unreported premiums... . 38,936. 66 Aull Otiver TaaAies. ... soo ke ec eee 6,325.85 
Camital Stock tsowed .... 2. <<ccey cad cn. 419,550.00 1 
a re ee yee Stn0et. 4 : 
ot 
a a he ut 
$1,779,769.74 $1,779,769. 74 pe 
T. J. McComb, Actuary. effe 
Cot 
———— the 
| twe 
| Abstract from the Sworn Official se 
PHILADELPHIA LIFE | STATEMENT AS OF DECEMBER 31, 1923 ” 
INSURA 1 Li | 
SU CE COM | 
NCE C PANY | | Farmers National Life Insurance Co. 
| OF AMERICA 
inse 
Lge | CHICAGO, ILLINOIS 
Home Office Building | ASSETS ; i ; 
——— Prope ty. $89, 00 “! 
111 NORTH BROAD STREET | tis Rel a ence 
ple ge oans 1 523, 20.72 
PHILADELPHIA, PA. | i “S00 0 
Cash in Office. 8,300 .00 Aca 
| Cash in Bank. 32,889 .16 ‘ 
- Bank Certificé ates of ‘Deposit . See teed mary Aitr 
| Interest A e #2 j,042 1 
President Cacdeatel tam wal and Deferred Premiums, Less Load - ainda as Am 
2 ae ere eee Se ea ee Pee oe 96,840 .0 
CLIFTON MALONEY | F ee and Fixtures... .. ee eae ee oa : 5,642.56 Am 
Printing and Stz Ramen - : Sere enor ee = 588 .87 
Agents Balances..... an ___ 8,382.74 Am 
° Gross Assets... . sr . 32,0: 57, 219.05 Atl. 
. ss ASSETS NOT ADMITTED. 
Only high type men and women can ob Furniture and Fixtures, Printing and Stationery, Agents 5 459.8 Bar 
¢ + BalanOGs:. CC. 2... occ. wees 35,409 .89 
tain contract to represent this company. | iaio  .. $2,021,739 .16 Bar 
LIABILITIES Sore Cen 
| legal Rese Policies. . : ee $1,501,327 .06 
For salesmen and saleswomen of such type | Reserve for Poliey Benehts not yet due. 3,785.63 Cer 
: e | Reserve death losses. . . ; 3,000 .00 
we have an interesting contract to offer, Dividends left ie aceauaninne at interest . . are Cle 
b cked b real CO-O eration | U me ei bet we Pai ey lvance. 3,408.67 Col 
a = ° | fed jeal txa aac Ss a. ee ie ‘¢ 47.50 ° 
. ° ome do ay gh 17,686.60 Det 
Survivorship Funds............ $,430 00 . 
JACKSON MALONEY | SHSHENSE ACCOM. <6 ic... eae ks sos ; a Equ 
Total Liabilities. . St 591 5 
Vice-President | Pace ar to Paliesiiibies.. au Equ 
| $2,021,759 .10 
| — Gre 
A. MOSELEY HOPKINS | Life Insurance in Force, December 31, 1923, $29,663,387.00 Guz 
e LIFE INSURANCE PAID FOR DURING 1923. . $9,481,179 .00 Jeff 
Manager of Agencies ACCIDE NT INSURANCE IN FORCE DECEMBER 31, '13.966,206.00 = 
6:6 & 010° 0b. 0 Ob 6) 6 0 8. Ra» 06 446.4 . . . { 6 ), 2 )- 
| LIFE NSU RANCE GAIN DURING 1923.......... . 3,990,746 .00 a 
| Pru 
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ESTERN UNION LIFE 


Licensed in Connecticut, Califor- 
nia, Colorado, Indiana, Illinois, 
Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania. South Dakota, 
Utah, Washington and Wyoming. 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mer. 

















SUN LIFE ABSORBS CHINA MUTUAL makes effective that agreement and results in Jamestown Life Underwriters Meet 


] JAMESTOWN, N. Y., March 3.—Two score 


AND SHANGHAI LIFE the immediate merging of the two principal 


Facilities of Great Canadian Company In- foreign companies writing life insurance in members of the Life Underwriters Associa- 
a China and the Far West. The terms of the tion of Jamestown, New York, met, in monthly 


creased by Merger re ai : : : : 

agreement provide for the taking over by the session, March 1, 1924, for the first time, din- 

The Insurance Department of the Chamber Sun Life of all the assets and liabilities of the ing together at the Hotel Samuels. Chester 

Commerce of the United States has sent local companies. The stock of the local com- \Molyneaux, local agent for the New England 
I d g 


out information, furnished by James P. Davis, panies will be paid for at the rate of Canadian Mutual, and Joseph C. Kiley, local agent for 
American Consul at Shanghai, China, to the $49.25 per share and all outstanding policies the Penn Mutual, spoke from different angles 
effect that the decision of the British Supreme issued by the local companies will also be on the topic, “The part-time man in life in- 


Court for China on January 3, 1924, approving taken over by the Sun Life, with the agree- surance.” C. W. S. Slagle of the Spectator 
the agreement dated December 20, 1922, be- ment that the benefits to policyholders will be © Company was also a speaker. [Following the 
tween the Sun Life Assurance Company of the same as for policyholders of the Sun Life addresses, A. G. Glatz, president, led the cus- 
Canada and the China Mutual and the Shang as soon as the reserves of the local companies tomary informal discussion of pertinent ques- 
hai Life Insurance Companies of Shanghai, are ona parity with those of the Sun Life. tiotis. 


Transactions of Life Insurance Companies 


The figures presented herewith have been supplied officially to The] Spectator Company by the life insurance companies named for the year 1923. The figures for 1922 are 


inserted for purpose of comparison. 









































Surplus Total Pay- New Business Whole 
Total (Assigned and Premiums Total ments to Total Paid for in Amount in Gain in 
NAME AND LocATION OF CoMPANY Year Admitted Unassigned) Received Income in Policyholders Disbursements Year in Force Amount in 
Assets End of Year in Year Year in Year in Year (including End of Year Force in Year 
Revivals) 
$ $ $ $ $ $ 5 
Acacia Mutual, Washington. 857,403 3.970.902 4,412,985 861,814 48,109, S00 152, 190, 700 29 505,600 
6 6907 rf: 54 642,817 3,214,609 3,601,827 169,694 44, — pt 122,685,100 21,462,805 
tna Life, Hartford. 191,791,896 27 406,466 39,140,454 49 2 270040 24,788,004 ; 73 1,593,588,750  259,560,24 
175,689,805 33,921,222 $2,590,368 20,730,232 28,820, 02 23 y 4,028 509 130,028, 109 
American Home, Topeka. . 927 ,662 166.773 213,479 58,063 129,349 67 3): 500 5,366, 965 31,7 ly 
168,729 209,910 61,145 2,$ 674,647 5,335,254 —74,055 
American Life, Denver. . 416,004 518,431 158,831 3,088,621 11,760,102 107 005 
416,086 513,584 134,453 3,158,692 hi, 653, 102 18,98 
American Old Line, Lincoln. 80,697 98 ,222 14,246 1,413,87 2,615 750 5481656 
7 53 93,397 15,860 100,138 ol 200, 000 2 ,067 ,094 212,706 
Atlantic Life, Richmond. 4,026,661 2,618,819 21,5 2 5 11,642,570 
3,549 533 1,988 451 90,380,507 7,618,618 
Bankers Life, Lincoln... 4,274,712 3 100,441,169 4,894,944 
4,106,977 2'392'891 f 95,546,229 706,210 
Bankers Reserve, Omaha. . 3,587 086 2,497 Ai 34 18468°791 737,301 i, 17 1, 296 
3,408 455 3 17,558 S07 ,966,008 5 
Central Life, Des Moines.... é 4 5,133,984 2,995,773 28,324,559 ,732,490 
3 S06. 790 4,558,588 2,629 ,728 20,419,461 113,899,140 5,658, 
Central States, St. Louis.... 1,584 323 1,869,763 1,111,784 11,760,527 56,824,325 3,156, "863 
1,538, 501 1,785,599 1,142,985 11,277,763 53,667 ,464 i 244,611 
Cleveland Life, Cleveland... 1,112,591 1,443,637 868,170 5,546,062 34,717,621 2'467.288 
: 466,243 1.011.748 1.266.808 649,048 5,139,398 32,350,333 1,538,908 
Columbian National, Boston. 2,251,555 4,956,084 6,450 ,133 2,313,238 4, 15 97 ,020 31,302,037 167.914 488 11,755,040 
4,414,075 5,863,658 1,826,907 3,2 82,137 25,590,247 156,159,444 5,188,284 
Detroit Life, Detroit... . 1,339,710 1,573,170 336,784 1,004/256 16,576,437 42,526,794 9,504,294 
. 1,023,647 1,191,301 310,686 817,256 13,109,691 33,022,497 6,103,327 
Equitable Life, New York. 686,94 4357 125,193,874 161,256,712 109,291,568 140,041,564 675,313,088 3,446,574,467  385,1% 50,511 
° 663,747 ,065 112,038,688 149,275,778 111,022,011 140,071,341 552,802,393 3,061,423,952 243,453,225 
Equitable Life, Des Moines... 51.704 266 10,776,4: 13,706,269 4,613,869 7,626,502 61,909,624 348,767 ,229 35,634, 630 
: 44,995,738 9,85 12,301,332 4,165,174 6,780,262 54,925,665 313,132,592 26,197 ‘977 
Great Northern, Chicago, IIl.. 2,831,170 55 1,167,864 140,693 417,322 5,101,290 19,657,795 3 "439.476 
s) 2,107,114 4: $i 545,160 116,305 292,485 2,888 ,350 16,218,316 1,624,389 
Guardian Life, New York... 45,339 ,284 8,14 10,803,115 5,870,318 3 5 43,145,104 228,443,643 18,312,356 
42,738,562 7,3 7 3 9,883,453 5,6 323,065 34,686,676 210,131,287 8,061,196 
Jefferson Standard, Greensboro. . 23,217,319 (pyr 8, 356,470 13,340 66,010,600 215, 784 945 > 35,035,324 
19! 700,868 i y458 6, 019, 21 3 7 6,941 2'143'662 4, 50,962,273 ; 15,409,426 
Metropolitan, New York.. 1,431,399,418 103,529,705 320,254,171 392,377,587 1 33/681, 710 8=280, 111. 188 2,215,224,679 § ae 1,430,697 ,115 
1 259 '850.326 83,504,757 277 017 7,287 3 330'254 116,520,968 199,444,971 1,685,944,995 7/307 056,957 801,849,111 
Prudential, Newark. 1 0: 39,412,823 78,146,163 254,641,422 305, 659,517 110,316,885 178,427,085 1,439,698,968 7 137,083,391 822,835,728 
906,397 ,225 70,436,228 216, 350,588 59,922,347 87,039,502 147,783,126 1,293,146,435 6,314,247,665 646,166,799 
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0.C. L. BUILDING 


Double Indemnity and 


of 





Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


Our Agents Have 


A Wider Field— 


An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5, 000) for Children on a variety 


of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


ly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Monthly Disability Income features for 


THE OLD COLONY LIFE INSURANCE COMPANY 


CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
o Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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Admitted Assets 


LOW NET COST 


4.8% 
the Comm. 


years since 1903. 











Home Office: Des Moines 


Insurance gained in 1923 over 
Surplus to policyholders over 


EQUITABLE OF IOWA 


FOUNDED 1867 


Insurance in force Dec. 


over $348,000,000 


35,000,000 
5,000,000 
51,000,000 


HIGH INTEREST EARNINGS 


paid on funds left at interest with 


UNUSUAL RECORDS 
Sixty-five per cent. of aJl insurance written 
since the organization of the Company fifty- 
seven years ago still in force. 


Assets and insurance in force trebled every ten 
31°) of business written in 1923 was applied 


for by old policyholders. 
to policyholders and agents. 


Unexcelled service 


For information concerning agency con- 
tracts address Home Office—Des Moines 
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5 THE MAN IN THE STREET 


ass BY WILLIAM ALEXANDER see ET 


“Tt’s all very well,’ 
cousin, who is exposed to many dangers, to 
protect his family in this way, 
safe retreat within the walls of this house. 











1. The Town Mouse and the Country Mouse 


Once upon a time a certain Squirrel, who 
was in the life insurance business, took a note 
of introduction from a Field Mouse whom 
he had insured to a near relative who lived 
in the Town. 

But the Town Mouse refused to insure. 


’ said he, “ 


for my country 


“but I have a 


Frost and famine have no terrors for me. 
and I am secure from birds of prey. 
take care of myself.” 

On the very next day the Town Mouse, 
while on a high shelf eating some fruit cake, 
slipped and fell into a great bowl of rum- 
punch, and was drowned. 


I can 


APPLICATION: 


Life is uncertain; life insurance is sure. 





A MAXIM FOR AGENTS 
Unpublished Story of General U. S. Grant 
Has Excellent Moral 
At a dinner held at the Hotel Commodore, 
New York, last week in honor of T. J. H. 
Kracke, appraiser of the Port of New York 
and Republican leader of Brooklyn, Mr. Kracke 
spoke reminiscently of the many prominent 
men with whom he had come into contact. He 


retold a hitherto unpublished story of General 
U. S. Grant, which was first related by General 
Fred Grant at some political gathering some 
years ago. 

According to this story General Grant, fol- 
lowing one of the major battles of the Civil 
War, was riding unattended along a _ road 
and, passing a group of soldiers, they recog- 
nized the solitary figure and cheered him on 
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the victory of the day. In return, General 
Grant said to them, ‘‘Men, you have done well 
to-day. I congratulate you, but you have got 
to do better to-morrow.” 

The life insurance agent who sets out to 
“do better to-morrow” is certain soon to be- 


come a star producer. 


Fraternalism vs. Old Line Life Insurance 

By Norman B. Harris 

Councilor, Loyal Association of 
America, Jersey City, N. J. 

In my opinion we have stressed too heavily 
the terms used by commercial life companies 
and in doing so we have lost sight of the ex- 
clusive field of endeavor occupied by fraternal 
beneficiary societies. In our field we have no 
competition. There are no other institutions 
engaged solely in the work of conserving and 
perpetuating the home and family, the central 
unit of civilization. Some of our leaders talk 
about selling fraternity. This seems to me to 
be an impossibility. Fraternity is neither a 
commodity, religion, nor a political movement. 
It is a form of conduct. It is manifested by 
self-reliance in all material things and ex- 
pressed by unselfish service and good-will 
towards others without hope of preferment, 
honor or material compensation. Could such 
a fundamental be sold? 

In my opinion, fraternal beneficiary societies 
through our subordinate lodge system, 
sent the purest form of democracy. The so- 
cieties themselves are owned, administered and 
operated by their benefit certificate holders as 
owners and proprietors. The executive officers 
are just as much the servants of the members 
as the hallman in a big hotel is the servant of 
the guests and management. The only differ- 
ence is that the hallman operates by rote and 
orders, while the executive of a fraternal bene- 
ficiary society must initiate new work and direct 


Supreme 





Extract from a paper read before the Mid-Winter 
meeting of the Presidents’ Section of the National 
Fraternal Congress, February, 1924. 


(Continued on page 40) 
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U. S. Mortality Review 1910-1920 


By Freperick L. 


Consulting Statistician, 


Statistics of the U. 
report on 


The Vital 
S. Census Office has just issued 
the mortality rates of the U. S. Registration 
area for the period 1910-20. The report, un- 
questionably, is the most valuable document of 
its kind ever published on the mortality of 
the country. It is a treatise on practical vital 
statistics which will prove indispensable to 
actuaries, medical officers and the medical pro- 
and all who are concerned 
from the social and eco- 

The arrangement of the 
lines and al- 


Division of 


fession generally. 
with vital statistics 
nomic point of view. 
volume is along strictly practical 
most every reasonable question concerning the 
mortality experience of particular localities or 
sections, with a due regard to principal causes, 
is made available in a most convenient form. 
There is a brief introductory text, which re- 
veals with impartiality and accuracy the extra- 
ordinary health progress of the nation dur- 
ing the decade under review. For all prac- 
tical purposes, particularly such as concern life 
insurance companies, the volume is unques- 
tionably of much greater intrinsic value than 
elaborate investigations into mortality experi- 
ence on a life table basis, for modern health 
propaganda or efforts or extent of duration of 
human existence depend essentially upon a 
thorough understanding of the mortality from 
particular causes. and the trend of the death 
rate from such causes with a due regard to 
age and sex. Space limitations preclude an 
extended review of this important contribution 
to vital statistics, but a few observations may 
serve a useful purpose by directing attention 
to this work. 

Wherever advisable. adjusted rates are given, 
as well as the crude death rates not corrected 
variations in the population. 
while of great value for cer- 
however, not as sig- 
In all matters 
is essen- 
rather 


for age or sex 
The corrections, 
tain purposes, are often, 
nificant as might be assumed. 
which bear upon vital statistics, it 
tially a question of relative accuracy, 
than of the absolute ascertainment of the facts. 
Death certification has not reached and is 
never likely to reach a position where the diag- 
considered can be accepted 
with absolute assurance of being strictly within 
the truth. In death certification, furthermore, 
there is always the conflicting factor of joint 
causes, obvious reasons, are gen- 
erally Until the prac- 
tice is changed to what is known as the ‘ 
pest System” of dual classification, many 
portant questions bearing upon health and mor- 


nosis collectively 


which, for 
not taken into account. 


Buda- 
im- 


tality must remain obscure. 
Considering briefly the most important mor- 
tality changes limited to the adjusted death 
the following facts are of interest. Dur- 


rates, 
ing the period 1910-20, typhoid fever has de- 


clined from 21.9 to 5.3. The mortality from 
measles has been less affected, having changed 
from 13.7 to 11.4. There was a most impor- 
tant change in the mortality from scarlet 


fever, which, at the beginning of the period, 


HoFrMAN, Ph. D. 


The Prudential Insurance Company of America 


was 12.7, but which, at the end, was only 
Whooping cough was slightly frequent. 
the rates having been respectively 13.0 and 
14.0. There was a measurable reduction in 
diphtheria, from 23.5 to 7.6, but an appalling 
increase in influenza, from 60.8 to 140.0. 

Pulmonary tuberculosis diminished 
125.7 to 99.3 and other forms of tuberculosis 
decreased from 21.3 to 14.9. The mortality 
from cancer increased from 74.0 to 84.9, while 
in the case of diabetes there was an increase 
14.9 to 17.3. Cerebral hemorrhage in- 
creased from 74.6 to 82.1. affection 
of the heart increased from 135.7 to 143.8. 
All forms of pneumonia increased very slight- 
ly, or from 144.0 to 144.7, while the mortality 


5.9. 


more 


from 


from 
Organic 


from diarrhea and enteritis decreased from 
125.7 to 58.7. There was a slight decline in 
the mortality from nephritis and Bright's 
disease, from 89.9 to 82.6, while there was 


also a relatively small decline in the mortality 
from puerperal septicemia, based on the female 
population, from 13.8 to 12.6. Other puerperal 
causes, also based on the .female population, 
increased from 16.5 to 23.0. Violent deaths, 
suicide excepted, decreased from 83.5 to 76.5. 


F 
‘ 


Thursday 


The foregoing rates are per hundred thousand 
of population, representing the registration 
states of 1920. 

Of special interest are the changes jn the 
mortality rates by divisional periods of life. 
Limiting the comparison once more to Igto. 
20, there was among the male population a de 
cline at every period of life, or at all ages, of 
14.5 per cent. The decrease was naturally 
most marked at ages under 25. Beginning with 


the ages of 20 and over, the decline was a5 
follows: At ages 20-24, the mortality de. 
creased 9.1 per cent; at ages 25-34, 11.4 per 
cent; at ages 35-44, 21 per cent; at ages 45- 


54, 19.1 per cent; at ages 55-64, 13.6 per cent: 
at ages 65-74, 5.9 per cent, and ages 75 and 
over 3.3 per cent. This statement flatly cop. 
tradicts the frequently asserted increase in the 
so-called degenerative diseases in adult life in 
its relation to the mortality from all causes 
over 40. 

The changes in the mortality rates of women 


are somewhat curious in contrast. The de 
cline at the younger ages is more marked 


but beginning with ages 15-19 there is an in- 
crease in the mortality, which coritinues to age 
35, or, respectively, at ages 15-19 the death 
rate was 5.7 per cent higher during 1920 than 
during 1910. At ages 20-24, it was 6 per cent 
higher ; at ages 25-34 it was 6.3 per cent higher, 


while at ages 35 and over there is a persis- 
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A VALUED SERVICE 


Our National Title Insurance policies are a real help to lending insti- 
tutions, as evidenced by the following letter recently received from the 
Secretary of a large Life Insurance Company. 

“We have always found your service the very best and we are con- 
stantly urging our new connections to take up your title guarantee service, 
for we find that it not only reduces the detail of our Legal Department 
but expedites the closing of mortgage loans, and I know that our con- 
nections who are using your service appreciate the promptness with 
which loans are closed when supported by one of your title bonds.” 


Ask for our special booklet T. S. 


NEW YORK 
|, ceomi, TITLE AND MORTGAGE 
| COMPANY 


ie 135 Broadway; New York City 


Capital Funds over $10,000,000.00 


AMERICAN TRUST COMPANY 


Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the [best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








tent decline in the rate, or, respectively, of 
9.5 per cent at ages 35-44, 6.9 per cent at 45- 
54, 6.2 per cent at 55-64, 1.4 per cent at ages 
63-74, and 1.9 per cent at 75 and over. Here 
again is evidence that there has been no meas- 
urable increase in the total mortality of adult 
life. 

During the period under observation, the 
highest mortality rate for both sexes was 
shown for Vermont, or 15.7 per thousand; 
while the lowest rate Mon- 
tana, or 9.6. By race, the highest rate was 
shown for Baltimore, Md., or 14.0 for the 
white population, and 23.7 for the colored, 
while the lowest rate was shown for Kentucky, 
or 11.0 for the white, and 19.3 for the col- 
ored. 

The report includes an extremely interest- 
ing table of mortality rates by divisional periods 
of life according to the birthplace of mothers, 
but the table is too complicated to admit of 
being reduced to a useful generalization. 

The more important diseases are dealt with 
in considerable detail, illustrating the geo- 
graphical pathology of various affections with 
admirable completeness. Thus, for  illustra- 
tion, the mortality from influenza, which was 
14.4 per hundred thousand in t910, reaching 
a minimum point of 9.1 in 1914, increased 
to 16.0 in I915, to 26.5 in 1916, to 17.3 in 
1917 and to the almost incredible rate of 300.8 
in 1918. Since then, the rate has declined to 
988 in 1919 and 71.0 in 1920. Tn other words, 
the disease is still a most important mortality 


was shown for 


factor, the significance of which is frequently 
overlooked by those who are indifferent to the 
menace of a widely-infected population. It 
may be said in this connection that in 1918 the 
white mortality rate from influenza was 294.3, 
while the colored rate was 381.0. The rate 
in the registration cities for both races was 
300.5, while it was 301.1 for the rural part of 
the registration area. In other words, as far 
as the data indicates covers an enor- 
mous experience, the epidemic of 
lor8 affected practically urban and rural areas 
alike. 

The mortality from pulmonary tuberculosis 
of the lungs, in the registration states of 
1900, based on the adjusted rate, was 166.7 
per hundred thousand in to900. It decreased 
to 132.5 by 1910 and finally to 92.2 by 1920. 
The rates by divisional periods of life, how- 


and 
influenza 


ever, are suggestive of a vast opportunity for 
a further improvement, particularly as regards 
the male population at ages 20 and over, and 
the same applies to the negro population, for 
in 1920 in the registration area the white mor- 
tality from pulmonary tuberculosis was 
87.7, while the colored rate was 239.6. 

Of special data on 
based upon adjusted rates which eliminate im- 
portant age and sex variations of the popu- 
lation. The cancer rate for Igoo is given as 
60.7 per hundred thousand, which by 1910 had 
increased to 77.3, and by 1920 to 87.8. For 
women only, the changes in the rates have 
been from 75.0 in 1900 to 93.5 in 1910 and 
TOI.6 in 1920. The corresponding rates for 
males were 44.7 for 1900. 58.9 for 1910 and 
72.3 for 1920. It will be difficult to set aside 
this evidence of increase, 
especially when the mortality is considered by 
divisional periods of life. Arguments op- 
posed to the theory of increase are 
largely controversial, for the purpose of con- 
troversy, and not in the furtherance of the 
ascertainment of the truth of an important 
question. Data in conflict with the general re- 


rate 


interest is the cancer, 


positive cancer 


cancer 


turns for the U. S. Registration Area and 
other civilized countries may safely be dis- 
regarded. 

There was likewise an important increase 


in the mortality from diabetes, to which as yet 
no particular attention has been directed on 
the part of those concerned with mortality 
problems. In 1900, the adjusted diabetes rate 
was 10.4, which by 1010 had increased to 16.6 
and by 1920 to 18.7. Since the mortality from 
diabetes increases with advancing life, special 
attention directed to the increase at 
ages 75 and over. The rate in 1900 was 68.0. 
in 1910, 118.6 and in 153.1. As yet in- 
formation is extremely fragmentary as to the 


may be 
1920, 


underlying causes of this significant increase 
in diabetes mortality, but is unquestionably 
connected with dietary changes on the part of 
the majority of the people. While the insulin 
treatment is of the very first importance as a 
restraining element in inhibiting the progress 
of the disease, it is not a cure and certainly 
The highest diabetes mor- 
tality rate was reported from New York for 


not a preventive. 


persons whose mothers had been born in Ger- 
The 61.2 per 


thousand, or 


rate for all was 


respectively, 


many. ages 


hundred 42.9 for 
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males and 78.8 for females. The lowest dia- 
betes rate for persons whose mothers had 
been born in Germany was reported for Chi- 
cago, or, for both sexes, 32.7, or, respectively, 
for males 25.5 and for females 37.5. By way 
of contrast, extremely low rates were reported 
for persons whose mothers had been born in 
Italy, the highest rates for this group being 
returned from New York, or 12.7 for both 
sexes, while the returns from Penn- 
sylvania were only 4.4. A thorough investi- 
gation into dietary habits with a due regard 
to racial origins would unquestionably throw 
much light upon a matter of the very first 
importance, and the furtherance of plans to 
bring about a deliberate reduction in the death 
rate. 

Finally, attention may be directed to the 
decrease in the mortality from suicide. For 
the year 1910, the rate was 15.4 per hundred 
thousand, against 11.4 for For males, 
the mortality decreased from 23.1 to 15.3, 
while for females the decline from 7.2 
to 6.3. Automobile accidents 
ordinary increase, from 1.8 in I910 to 12.2 in 
1920. There is a very marked contrast in the 
mortality of the two sexes, the rate for males 
killed by automobile accidents having increased 
2.7 to 18.0, while for females the increase was 
from 1.8 to 6.2. increased for 
both sexes from, 4.6 in I9!10 to 35.0 in 1920, 
or for males from 6.9 to 7.4 and for females 
from 2.1 to 2.4. 

The average age at death for both sexes in- 

(Continued on page 40) 
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THE SPECTATOR 


LIFE INSURANCE SECTION 


Selling Insurance to the Wife 


Every once in a while the life insurance 
agent gets up against a proposition of this sort: 

The man in the case is convinced that he 
should take on additional life insurance. He 
is perfectly willing to do so even when the 
purchase of the additional insurance means 
that he must considerably curtail his expenses. 
But the man says that before buying the in- 
surance he must take the matter up with his 
wife and the wife, when the man presents the 
proposition to her, decides that she would 
rather have the money to spend on luxuries 
and necessities than to save and skimp and put 
it into the purchase of more life insurance. 

And under such circumstances it becomes 
necessary for the life insurance salesman to 
“sell” the wife if he is to put his proposition 
across. 

How can this sale of life insurance to the 
wife be made? 

With the thought in mind that the reply to 
this question could be best answered by suc- 
cessful life insurance salesmen who had made 
such sales, the writer recently interviewed a 
number of successful life insurance salesmen 
on this point. And the more interesting and 
worth-while ideas and suggestions secured 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled- policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











from these interviews are presented herewith 
in the hope that they will be of value to vari- 
ous life insurance salesmen and can be used 
to good advantage in selling more life insur- 
ance. 

The best of the methods used, then, are as 
follows: 


APPEAL TO \IOTHERHOOD 


“It is my experience,” said a top notch West- 
ern life insurance salesman, “that when I am 
faced with the problem of having to sell the 
wife of a man who is already convinced that 
he should buy life insurance me, the 
best method is to appeal to the wife’s love 
of her children.” 


from 


It is my belief that a great many women do 
not feel the need of the husband taking out 
life insurance insofar as they themselves are 
concerned. They feel perfectly able to take 
care of themselves in the event of their hus- 
bands dying and they also feel that the 
possibility of their husbands dying is quite 
remote. Also they much prefer the having 
of ready money which will keep them from 
being pressed for cash to the remote certainty 
of having a large sum of money in the case 
of the death of their husbands. 

Of course not all women are like this. Many 
women are just as keen in business ways as 
their husbands. But the fact remains that some 
women are of the type that can’t see very far 
ahead and want ready money much more than 
they want their husbands to have additional 
insurance. 

But, no matter what type of a woman I am 
talking to, I know that all of them love their 
children. All women, too, are inclined to feel 
that their children are helpless and they are 
also somewhat inclined to think that their 
children will always remain more or less help- 
So I appeal to this instinct of all the 
women and urge them to get their husbands to 
take out more life insurance from me so that 
their children will not be up against it but will 
have a fairly easy time in life. 

And I want to tell you that this method of 
selling life insurance nearly always is effective 
and nearly always enables me to put over 
sales where this proposition of selling the wives 
of men is involved. 


less. 


APPEALS TO WIFE’s DeEsirRE TO HAVE HUSBAND 
STAND WELL IN THE COMMUNITY 


“Tt is generally the case that where a man 
is successful enough to take out a good sum 
of life insurance, the wife is proud of her hus- 
band’s success and wants him to retain his 
position in the community and also wants to 
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do everything in her power to make him even | 


more of a success,” said a Western life ingyp. 


ance salesman who has made a big thing of | 


his business. 


So when I have to sell a wife in order to ge | 
her husband to buy life insurance from me | | 
always appeal to this ambitious instinct of the | 


wife by saying something like this to her. 
I know you are proud of your husbands 
success and you want to do everything in yoy 


power to make him an even greater succes | 


and to make him have an even better Standing | 
Now you've got a splendid | 


in this community. 


chance to help your husband along right now, | 
You know that all of the men who are in his | 


class carry large sums of life insurance. The 
fact of carrying a large sum of life insurance 
is one of the evidences of success in the class 


of men in whick your husband belongs. And | 


it is not only an evidence of a success and a 
help to him in having an even better standing 
in the entire community, but it is also a real 
help to him in making more money because 
with plenty of insurance behind him he is able 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 
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SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms = . 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 
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him even : ae ; : 
ife insur. to step out without fear of consequences and The majority of women want their husbands 
thi - do big things. Right now your husband is to be doing the same things that other suc- 
mg ot | hesitating about buying more insurance. _ You cessful men are doing, so this sort of an argu- 
can get him to buy more insurance by simply ment always makes a big impression upon the 
ler to get saying the word. And if you do get him to women and is a splendid help to me in selling Men capable of closing 
om me] | buy more insurance you I be doing the biggest them. : pe 
ct of the | sort of thing in helping him get farther ahead. “I find in my experience in selling insurance business and training new 
to her: You will help him ahead in this way, won’t ; eR ee pee ee ee . : 
husband; i to a man through his wife,’ said another suc- agents or devoting entire 
: § yee “anise I5Ga. sretieatioe eats ine eo hc i ie 
x in your cessful life insurance salesman, “that if t can time to writing new 
r success | tell a woman what some other women of the é d 
standing city say about the matter of more insurance business can secure goo 
_ for their husbands, I am doing something positions with the under- 
re in rH i which is of really tremendous help in selling sioned company on very 
ice, The i the policy.” f § bl J Wh 
a H For instance, suppose that I am trying to avorable terms. <n 
hy ‘And j sell a policy to a man who is a member of writing give full details, 
ae 7 ’ the Chamber of Commerce, some noon-time ‘i 
a ee i business men’s club or something of that sort. past history and refer- 
eas - j And suppose this man says he will take more ences 
va | life insurance if his wife says he should. : 
~walise q In such a case I go over my records and 
ie 18 able Ask for— find the names of some other members of the 
—— PP same organizations and I then pick out from 
i How letters this list the name of some man who has been 
sell life insurance” sold insurance through his wife. Next I recall 
tla, aint - what this wife said about more insurance for 
B oe all 7 her husband and armed with this information 
ad in ssn I go to the wife of my prospect and say to 
h ingumnce snlen warlengenateral De~ — Land Jones is, don’t you? 
se tested by more than 900 insur- a ee “pla ogy" aa esi 
y prs eo theis entlefaction — s the wife of the grain dealer, you know. STANDARD LIFE 
‘ Jer husband wasn’t going to buy more insur- 
hfull itten t eae 5 ! 
n oth te te ee p hg 5 ance unless she said he should and Mrs. Jones INSURANCE Co. 
most effective in bringing wise planning; told him to buy more insurance at once. Mrs. 
? —— decisiens sat eHherwins Jones said that more insurance meant free- 716 L tSt 
y Make this collection of sales letters a dom of worry for her children and herself. ocus 9 
n i part of your selling plan. Write for book- She said it meant a nice endowment coming é M 
let 11-A now in for her husband if he lived to the ripe St. Louis, oO. 
WILLIAM S. HULL old age which he should and she said, also, 
Direct-<Mail Sales Service that the getting of his endowment when he 
¢MADISON, CONNECTICUT was well along in years would help greatly in 
1 making his final years more enjoyable. Mrs. 
t Jones told her husband to buy more insurance 
‘ by all means. And I’m hoping for your sake 
and your children’s sake and your husband’s is 
g sake that you'll tell your husband the same N h A 
ae Pp eo p es preset. | ort merican 
This sort of an argument has been uniformly i Pe 
- successful with me in getting over sales to the National Life 
j if wives of men who are good prospects and I’m 
e sure that other life insurance salesmen could 
use the same argument with equally good re- Insurance 
| sults. 
Makes Wire Feet SHE Is Bustness HEAD OF Co. 
y THE House 
C O mM p a n y ‘When I have to sell the wife of a prospect,” Omaha, Nebraska 
8 said an Eastern life insurance salesman, “I 
: always make her feel that I consider her the 
r Indiana f 
Frankfort, business head of the family. This flatters her 
; and makes her feel more kindly toward me and 
2,427,860.00 on Deposit with the . aie : 2 A i 
—— Secular: akumieaens it prejudices her in my favor right at the start. Under new management this 
— Then, throughout the entire interview, I defer company is making rapid prog- 
eo $306,013.31 Surplus Protection to to her judgment all the time and this helps vine aif & 
Policyholders things along nicely, too. All this helps me ress and is in position to offer 
: . (a tine Ter r sales a 5 
immens¢ ly in putting over many sales which, liberal Ceneral Agency Con- 
$26,000,000.00 Insurance in force otherwise, would never be made. 
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NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 








Robbing Yourself 

Men and women are learning the value of 
saving through Christmas Clubs, etc., as never 
before. Why not use our leaflet called ‘“Rob- 
bing Yourself” to show the daily waste through 
spending for perishable things, and how sav- 
ings may become a big lump sum by means of 
life insurance? Send for sample of the leaflet 
to-day to The Spectator Company, 135 Wil- 
liam street, New York city. 
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tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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| How NOT to Sell Insurance 
=[_BY WILLIAM ALEXANDER. |= 








1. Blunders of Salesmen 


The life underwriter can learn a great 
deal by noting the blunders of his asso- 
ciates. He can also learn valuable lessons 
by observing the mistakes of salesmen in 
other lines of business. Consider a few 
examples. 


WHERE THE SHOE PINCHES 

When you go to a shop to buy a pair 
of shoes, I advise you to study the behavior 
of the salesmen. 

The inexperienced salesman loses his tem- 
per and talks back to his customer, if he is 
hot and cross and doesn’t know what he 
wants. That blocks the sale. 

Another salesman becomes indifferent and 
inattentive if a customer is troublesome, ex- 
acting and hard to please. That displeases 
the customer and he goes away in a huff. 

Another salesman recommends with great 
enthusiasm a shoe that the customer does not 
fancy, and tries to force it on him, thus 
spoiling the sale. 

Another enlarges upon the supreme merits 
of one shoe after another, until the cus- 
tomer is bewildered and becomes suspicious, 
and decides to look elsewhere. 

The skilful salesman controls his temper, 
maintains his interest, shows that he wishes 
to understand what the customer wants and 
is anxious to find out exactly what will satis- 
If an easy fit is desired, he will 
If a smart shoe 


fy him. 
stress the idea of comfort. 
is wanted, he will drop a hint regarding 
fashion or style. He will not try to force an 
unsatisfactory shoe on his customer, but will 
patiently wait until he sees that a particular 
shoe strikes his fancy. Then he can afford 
to be enthusiastic about its comfort, style, 
material, wearing quality, or other advan- 





tages; thus confirming the purchaser in the 
opinion he has formed for himself. 


LIFE PROBLEMS 


The inexperienced life insurance agent 
says that insurance is a good thing, and de- 
scribes a certain policy as the best in the 
market. Then he spends his strength in try- 
ing to dominate the will of the prospect, so 


as to force him to sign an application be- 
fore he has had time to resist. The insur- 


ance thus sold has had a great deal to do 
with the high lapse rate that still prevails. 

The skilful underwriter reminds his pros- 
pect of his cherished aims; his pride in his 
business, his solicitude for his family, his 
desire to accumulate a fortune, his hope that 
the time will come when he will be able to 
retire from business, etc. Then he explains 
how insurance will aid him in realizing such 
ambitions. Then he tells him that when he 
obtains a policy all care and anxiety will 
be swept away. After that, the prospect 
will want the insurance; and if he wants it 
he will be willing to pay for it. Then he 
will value it and will hold fast to it. 

And the policy which such a life under- 
writer will offer and recommend will not be 
some contract that he has formed the habit 
of offering to every customer. It will be the 
policy that will meet the individual needs 
and tastes of that particular client. 

The life underwriter who fails to win con- 
fidence; who is not an expert insurance man; 
who does not convince his clients that he 
wishes to render disinterested service, and 
who is ill-natured and impetuous, can never 
hope for permanent success. 


Further examples will be given hereafter 
of the blunders of life underwriters and 
salesmen in other lines of business. 





Insurance Advisor Instead of Salesman 


3v FRANK M. WILLIAMS 


Here's the interesting letter recently received 
by an enterprising Western life insurance sales- 
man from a client: 

“T’ve never before 
insurance agent thanking him for his services, 
but am moved to do so now because your 
methods are so refreshingly different from 
those of the many high-powered salesmen who 
have tackled me on the proposition of buying 
more life insurance. 

“Your method of constituting yourself a life 
insurance advisor impressed me as the right at- 


written a letter to an 


titude from the start and your further method 
of working out my exact situation with regard 
to life insurance and then showing me the spe- 
cific kind of insurance that I should purchase 
seems to me to be the really business-like 
method of selling insurance. In fact, I think 
that if more insurance salesmen adopted your 
methods there would be less opposition to life 
insurance salesmen and more big policies sold 
with less difficulty.” 

Of course, this particular life insurance agent 
is extremely proud of this letter and has been 
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showing it around to_ his admiring friends. 

And, probably, the idea advanced in this let- 
ter—that an insurance makes more 
of a hit with the prospect than a life insyr. 
ance salesman—will offer suggestions to other 


agents. 


advisor 


But just what is an insurance advisor? And 
how can the agent make the prospect see the 
difference between an advisor and a salesman? 

An insurance advisor is an agent who 
tackles each prospect from the standpoint of a 
problem, rather than as a man from whom 
he wants to get some money. 


The advisor sizes up the prospect carefully 
from every angle. He looks at the prospect 
as being a going business concern with a cer- 
tain probable span of activity, during which 
the prospect will, in all likelihood, be able to 
accomplish certain definite things. 

In the meantime, the prospect has certain 
liabilities which must be provided for, so that 
the prospect can give his undivided and un- 
troubled attention to his task of making the 
most possible out of himself and out of his 
life. Some of these liabilities are the safe- 
guarding of his wife and dependents against 
worry or Care or poverty in the event of his 
own death: the providing of a sufficient fund 
to carry on the business in which he is en- 
gaged to a profitable conclusion in the event 
of his death; the providing of a sufficient sum 
to pay all inheritance taxes and clear up all 
of the debts of his estate in the event of his 
death, and so on. 

Since these various liabilities are of a dif- 
ferent character and since all the other liabili- 
ties of the average successful business man 
which develop in the event of his death are 
also entirely different, they must be met in 
various ways. For instance, the education of 
the man’s children can be provided for by in- 
surance which guarantees them quarterly pay- 
ments during the time they are in college. 
Again, the best way to take care of his wife, 
who has been accustomed to getting a monthly 
allowance from him, is by providing that she 
will receive an adequate monthly allowance 
from the insurance company in the event of 
his death, which will continue until her chil- 
dren are able to take care of her. And so 
on. 

It is evident, then, that to simply write an 
endowment policy for a man is simply selling 
insurance to that man and is not in the least 
acting as an insurance advisor to him. The 
prospect, in fact, may not need an endowment 
policy at all. He may need a straight life 
policy, or he may need an annuity. And, if 
either of these latter contingencies is the case, 
then the insurance salesman who sells the pros- 
pect an endowment policy is not giving the 
prospect the best possible service and is not 
impressing the prospect with the fact that the 
agent is the sort of a man who should have 
full charge of all the life insurance problems 
and purchases of the prospect. 

The insurance advisor, to look at it in af- 
other way, is not so much a salesman as he is 
an expert personal accountant and_ business 
planner. And, of course, when a man becomes 
known as being an expert in any particular 
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line of business, he commands much more 
money than a man who is merely a_sales- 
man. 

It is true that not everyone can be a good 
life insurance salesman. But many a man 
could step out and so hound a prospect that 
the latter would eventually purchase a policy. 
But such a man might not in the least be able 
to size. up the prospect and find out where the 
prospect had a liability which wasn’t protected 
and he might not in the least be able to formu- 
late a complete scheme of insurance for a big 
business man which would safeguard the man’s 
business, protect his family, free himself from 
worry and make money for it. 

Irom this it is evident that the insurance 
advisor acts toward the prospect much in the 
same way that a banker does. The banker 
tells his borrowers that they should do thus 
and so in order to make good. He sees the 
weak points in their dealings, tells them how 
to strengthen these points and how to free 
themselves from debt and trouble. 

That's exactly what the insurance advisor 
does from another angle. And that’s why the 
insurance advisor will be gladly welcomed 
many times by successful business men, where 
the ordinary life insurance salesman would be 
simply thrown out on his ear. 

And now, how can the insurance advisor im- 
press upon his prospects the fact that he is 
an expert in insurance problems and that it 
is his business to delve into the prospect’s 
financial condition and consider with relation 
to all liabilities and present the proper method 
of handling all such liabilities ? 

The best way is to tell the prospects frankly 
in the start of the interview that the agent is 
there to advise, rather than to sell, and that he 
will present a complete life insurance plan to 
the prospect and then let the prospect decide, 
without urging, whether or not it is good busi- 
ness for him to accept the plan. 

Next the agent should tell the prospect about 
the various men for whom he has done insur- 
ance advisory work. He should tell about 
some of the striking life insurance problems 
he has solved and how he has solved them 
and should tell what the purchasers of such 
insurance said about his methods and so on 
and so forth. 

And, finally, the agent should impress upon 
the prospect the fact that the prospect is get- 
ting an expert analysis of conditions and lia- 
bilities and methods of handling ali such things 
without a cent’s charge for such services and 
without any obligation on his part to buy in- 
surance. 

Many prospects would be surprised to know 
that the getting of the right sort of life in- 
surance for themselves really is a problem. 
Of course, there are many prospects who never 
think of doing anything more with life insur- 
ance than merely providing a burial fund and 
giving their families something to live on after 
they are themselves dead and gone. So they 
would be tremendously interested in any plan 
which provided for unsuspected liabilities and 
which covered a large term of years and which 
provided for the continuance of their busi- 
nesses, the comfort and education of their 
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families, the retirement of business bonds or 
personal indebtedness and all that sort of 
thing. And, of course, the more they were 
interested in such plans, the more they would 
be impressed by them and the more they would 
feel like purchasing the suggested insurance. 

It takes study and thought, of course, to 
work out really worth-while life insurance 
plans for any prospect. But such advisory 
work is generally found to pay extremely well 
in the long run. The experience of the one 
life insurance agent who received the letter 
quoted in the opening paragraphs is an example 
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of a man who has found this method to pay. 
And there are plenty of others who have done 
the same thing. 


Trust Company Service Valuable, Says M. 
Albert Linton 


Dependent interests and protection of per- 
sonal estates, to the end that the property values 
of the Nation are fully conserved can be most 
satisfactorily accomplished by co-operation be- 
tween the life insurance companies and the trust 
companies, according to M. Albert Linton, vice- 
president of the Provident Mutual Life Insur- 
ance Company, in an address before the Phila- 
delphia Association of Life Underwriters at 
the Bellevue-Stratford hotel last night. Over 
500 insurance men were in attendance, with a 
considerable number of women present at the 
February dinner of the organization. 

“There are two distinct fields of service in 
connection with the protection of beneficiaries,” 
said the speaker, “one for the income settle- 
ments of the life insurance companies and one 
for the trustee functions of the trust compa- 
nies. Which type of service should be selected 
in any given case depends upon the beneficiary. 
In many instances, when the amounts involved 
are moderate and the contingencies simple, the 
life insurance service will prove most satisfac- 
tory. In other cases, where the amounts in- 
volved are large and the contingencies compli- 
cated, the trust companies undoubtedly will 
prove satisfactory.” 

“At bottom there should be no irreconcilable 
competition or differing opinion between the 





THE SPECTATOR 


LIFE INSURANCE SECTION 


life insurance companies and trust companies. 

In conclusion Mr. Linton declared, “our en- 
ergies could more profitably be devoted to a 
co-operative effort to separate the cases into 
the two classifications. By so doing we shall 
render the maximum benefit to all concerned— 
policyholders, beneficiaries and the two groups 
of companies.” 


U. S. Mortality 
(Continued from page 35) 


n. 


Review 


creased from 36.5 years in 1900 to 40.0 years 
in I910 and 43.5 years in 1920. The average 
age at death of pulmonary tuberculosis 
changed from 35.8 years in 1900 to 36.7 years 
in I910 and 36.8 years in 1920. For deaths 
from cancer, the average age changed from 
58.8 years in 1900 to 59.7 years in IgIo and 
60.7 years in 1920. The corresponding changes 
for deaths from diabetes were from 51.8 years 
in 1900 to 55.1 years in I910 and 56.6 years in 
1920. 

The foregoing is but a brief indication of 
the wealth of useful and instructive infor- 
mation to be derived from this invaluable com- 
pilation. The author of the report, Dr. W. 
H. Davis, chief of vital statistics of the Cen- 
sus Office, is to be congratulated upon having 
completed so useful a task to the satisfaction 
of those to whom the volume will appeal as 
an indispensable aid in the furtherance of 
scientific investigation into the always com- 
plex and always difficult problem of mortality 
causation. 


é hursday 


Fraternalism versus Old Line Life Insurance 
(Continued from page 33) 
the functioning of the society itself, It has 
been my observation that too many of ys 
assume the attitude of proprietorship and there. 
by get away from the real heart of a fraternal 
beneficiary society and the real opportunity to 
proprietors, the benefit certificate 
100 per cent way. In talking 
with executives of other societies, it has seemed 
to me that the main thought in their minds was 
that they were conducting a business and that 
said business was the selling of life insurance 


serve its 
holders, in a 


in competition with commercial life companies, 
It does not appear to me that there can be 
such a thing as competition on the part of 
fraternal beneficiary societies in the field occy- 
pied by commercial life companies. We are 
the “porch” of the insurance business of the 
world. We are the educating body and after 
reaching down and bringing up men and women 
from the lower stratum of our social structure 
into the stratum with us where they become 
self-reliant, providing protection for them- 
selves and becoming independent citizens, then 
the commercial life workers are interested in 
them and not before. 





Department has served 
notice on the United Brothers of Friendship and Sisters 
of the Mysterious Ten that they must comply with 
the insurance laws or will be asked for, 
The receiver last summer but 
an arrangement was made whereby the organization 
to continue in and make an 
to straighten out its 


—The Kansas Insurance 


a receiver 


department sought a 


was allowed business 


effort affairs, 
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Statement is evidenced by 
figures: 


Insurance in Force, 


Admitted Assets....... 


T. LOUIS HANSEN, or 
Vice-President 


Home Office: 





The Guardian 
Life Insurance Company 


Established 1860 under the Laws of the State of New York 


The continued progress of the Company 
during 1923 as shown by its 64th Annual 
the following 


Gain over 1922 | 
Paid=for Business, 1923 . $43,772,689.00 $8,350,196 


ae er 228,479,842.00 22,169,042 
45,339,283.55 


Liabilities............. 39,423,508.34 
Surplus and Dividend 
eae §,915,775.21 


For information concerning opportunities in 2 
the field force of The Guardian, address: 


GEO. L. HUNT, 
Supt. of Agencies 


50 Union Square, New York | 
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HERBERT M. WOOLLEN 
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Farmers National Life Makes Good 
Statement 

Pleasing gains are noted on comparing the 
statement of the Farmers National Life In- 
surance Company of America, Chicago, as of 
December 31, 1923, with that a year earlier. 
\dmitted assets advanced nearly $300,000 to 
the sum of $2,021,759; and after providing a 
legal reserve of $1,501,327 and reserves for all 
other liabilities, ithe company shows a surplus 
to policyholders of $430,419. The life in- 
surance paid for last year aggregated $o,481,- 
179—an increase of over $1,100,000 over 1922 
—and the life insurance in force at the end of 
last year, $20,063,387, shows a gain of $3,990,- 
746. In addition, accident insurance in force 
amounted to $13,966,206. 
increased last year nearly $300,000. 


The policy reserve 
It is ap- 
parent from the foregoing that the Farmers 
National had a very satisfactory year, upon 
which President John M. Stahl and his asso- 
ciate officers are to be congratulated. 


Kansas Life Increases Assets 
During the past year the Kansas Life In- 
surance added nearly 
$200,009 to its resources, which now amount to 


Company of Topeka 
It also recorded gains in surplus, 
Much care 
is devoted to the company’s investments, which 


“J oO oie ® 
$1,779,770. 


reserves and insurance in force. 


include Government, State and municipal bonds 
mortgages to the 
46; real estate appraised at 
141,696; 


valued at $588,755; first 
amount of S841,4 
$12,629; cash, § policy loans and 
premium notes, $106,863, and interest and other 
Greatest:among the 


liability items is the policy reserve, $820,032, 


items in smaller amounts. 
with $50,488 further reserved for additional 
There was only 
(proofs not 
pleted), but the company holds a reserve of 
$93,972 for dividends and interest thereon for 
policyholders. After providing also for taxes 


death benefits, disability, ete. 


$1ec06 of unpaid claims com- 


and all other liabilities, there remains a sur- 
plus as to policyholders of $795,452, including 
$419,550 capital. J. 
Dr. F. H. 
director, and Ben S. Paulen is treasurer of the 


Kansas Lite, 


H. Edwards is president ; 
Scholle is secretary and medical 


which is described by a State 
examiner as being “conservatively managed.” 


Great Northern Consolidates with 
Occidental Life 


Northern Life Insurance Com- 
pany of Grand Forks, N. D., has recently con- 
solidated with the Occidental Life of Los 
Angeles and is now operating under the latter’s 
name. The 


The Great 


merger will permit of greater 
facilities for the handling of business and should 
Prove mutually advantageous. 

As of December 31, 1923, the Occidental Life 
had admitted assets of $5,204,052; insurance in 
lorce of $48,664,246; and its surplus totaled 
$517,286. During the year the company wrote 

The com- 

the two companies will afford even 

greater protection to policyholders and_ will 
Probably result in cutting down the acquisition 


Insurance 
binatic mm of 


aggregating $12,697,981. 


cost of new writings. 
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THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
Needed to Understand 
Demonstrations. 


metic is 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE _ IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE ‘SPECTATOR COMPANY 


Publishers ‘| 


CHICAGO NEW YORK 











Royal Union Life in Strong Position 


A financial statement of much interest to the 
insurance world is that presented elsewhere in 
this issue, showing the standing of the Royal 
Union Life Insurance Company of Des Moines, 
Ia., as of January 1, 1924. This is the con- 
solidated statement of the two companies which 
recently amalgamated, namely, the Royal Union 
Mutual Life and the State Life Insurance Com- 
pany of Iowa, and shows the Royal Union 
Life to be in a sound and strong condition. 

Admitted assets of $15,811,793 are shown, 
including $11,205,906 of first mortgage loans; 
$420,006 of cash; $747,212 of interest and 
rents due and accrued; real estate worth $465,- 
610; policy loans, $2,289,532, and other lesser 
items. The policy reserves aggregated $13,- 
169,036, with a reserve for supplementary con- 
tracts of $239,750. The company also has the 
sum of $295,975 reserved for dividends to pol- 
icyholders, and carries special reserves of $600,- 
000, as well as reserves for taxes, funds left 
to accumulate, etc., and shows a surplus as to 
policvholders of $607,734, including $250,000 
capital. On January I last the insurance in 
force amounted to $100,447,793. 

A. C. Tucker is president of the sound and 
progressive Royal Union Life, and William 
Koch is its vice-president. 

Equitable of Iowa Makes Big Gains 

Last year the Equitable Life Insurance Com- 
pany of Iowa, Des Moines, added over $35,- 
000,000 net to its insurance in force, now hav- 
ing over $348,000,000 of insurance outstanding. 
Its admitted assets now $51,000,000, 
representing a gain of over $6,000,000 last year, 
and it has a surplus as to policyholders of over 
$5,000,000, which also represents a very sub- 
stantial gain. A remarkable feature of the his- 
tory of the Equitable of Iowa is that 65 per 
cent of all insurance written since the organ- 
ization of the company, fifty-seven years ago, 
is still in force, and that 31 per cent of the 
business written last year was applied for by 
These facts speak volumes 


exceed 


old policyholders. 
for the popularity and service of this old com- 
pany. President H. S. Nollen’and the other 
officers of the Equitable, as well as that com- 
pany’s field force, may be proud of their record. 
Marked Advances of the Jefferson 
Standard 

Substantial gains were achieved by the Jef- 
ferson Standard Life Insurance Company of 
Greensboro, N. C., last year. Among them 
were an increase of over $3,500,000 in ad- 
mitted assets, and a net increase of more than 
$35,000,000 in the amount of insurance in force, 
bringing the latter up to over $215,000,000. As 
of December 31, 1923, the Jefferson Standard 
exhibits aggregating $23,217,310, of 
which $1,163,143 is reserved for dividends to 
policyholders, and $1,205,104 constitutes the 
company’s capital and surplus. The company 
has steadily advanced, from year to year, but 
its rate of progress was considerably accele- 
rated last year, and President Julian Price and 
his associate officers merit congratulation upon 


assets 


the happy results of the year’s operations. 
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W. L. Moody, Jr., President Shearn Moody, Vice-President W. J. Shaw, Secretary ~ 
NINETEENTH ANNUAL STATEMENT OF THE 
a @ 
American National Insurance Company ( 
Of GALVESTON, TEXAS 
ASSETS LIABILITIES 
menl tstate Owned.............. soe aeons a eee $957,573.54 Net Reserve (American Experience Table, 3 and I 
Mortgage Loans (First Lien on Real Estate)....... 6,101,583 .63 i re ROE eee ns The ye .. .$13,683,716 .00 
Collateral Loans................ ee we 25,000.00 Reserve for Death Loses in Process of Adjustment anc 
Loans to Policyholders (On this Company’s Policies) 1,655,851 .80 or adjusted and Unpaid......... ek eee 160,679 10 the 
MNES Re Ms Ne ee ce gn be Aa . 6,128,425.85 Reserve for Taxes and Depreciation........ 133,623 .70 let 
(ONS COT ET) <n ; 1,489,106 .55 Miscellaneous Liabilities....................... 223,398 .24 P 
Certificates of Deposit (Demand). . ee tee 2,452 .15 and 
Interest Due and Accrued........ en ... 894,499 82 Se ee has 
Deferred and Uncollected Premiums (Net) ae 307,849 .80 Capitalistock sc. ssGesmvdsnce esd $1,000,000 . 00 obs 
Due from Other Companies’ Account Re-Ins....... 7,500 .00 Assigned Fund and Surplus........ 1,869,171 45 oo 
Unearned Fire Insurance Premiums...... are 745.35 Surplus Security to Policyholders............. 2,869,171 45 © 
Total Assets............40.-...2..+.....$17,070,588 49 Total Lidbilities............. $17,070,588 49 by 
, : shot 
Gains Made During the Year Ending December 31, 1923. the 
Increase in Insurance in Force............................ $33,579,608.00 ing 
Increase in Admitted Assets............................... 2,773,964.00 Pl 
Increase in Surplus............... eee ee ee TaD 313,347.00 it 
LIFE INSURANCE IN FORCE $215,037,404.00 a 
Ordinary Life, Industrial Life and Accident Insurance to Meet the Requirements of Every Insurable Person. B dete 
SURPLUS SECURITY TO POLICYHOLDERS $2,869,171.45 plait 
PAID POLICYHOLDERS OR THEIR BENEFICIARIES SINCE ORGANIZATION, $14,328,720.46 cern 
ASSETS, $17,070,588.49 | liabi 
; ; I soev: 
GROSS INCOME, PER MONTH, $649,300.00 a 
if al 
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inter€ 
there’s the life agent whose initial equipment consists . comp 
of the proverbial “‘rate-book, set of supplies, and a Greater New York Field Annual provi 
” the f 
God-bless-you. | pa an 
Then there’s the Peoria Life man. He is first | Di ies 
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and the theory and practice of Salesmanship. siecleiglian ; - P , struct 
: a complete list o icensed agents rials 
Then he has policy contracts that embody every iaok satan tadlnanés aldi-smin, Gee. Gee rer 
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writes. An experienced Home Office representa- Westchester). lumbe 
tive gives him personal training and help—not only New York is the Insurance Metropolis of the United States, were 
: if not the world, and a directory of its interests—Com- Pla: 
at the outset, but continuously and at frequent panies, Agents and Brokers (the latter licensed for in- a 
intervals thereafter. He knows that he is working dividual companies) is of first importance everywhere. ee | 
5 , Bre 
with one of the country’s most progressive and No company executive, general agent, or local agent, prea 
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<< Unsutanee Deelsion&® 


> By Joseph G. Seller of the New Yéerk Bar 





MARINE 


In construing the provisions of an insur- 
ance policy which covered the interest of 
the assured on vessels completed or uncom- 
pleted, when timbers are brought to the site 
and are shaped, the work of construction 
has begun and the builder’s risk has attached, 
obscure and ambiguous phrases are to be 
construed in the interest of the insured. 

Evidence of intention and custom offered 
by defendant to explain policy’s meaning 
should be excluded—the court shall construe 
the policy according to the intention appear- 
ing by the words. 

Plaintiff owned a shipyard in Brooklyn where 
it repaired vessels and built barges. As it 
was ready to commence the construction of 
several scows, it obtained a policy from the 
defendant and other companies, insuring the 
account of whom it may con- 


plaintiff “for 
“to cover the legal 


cern” in the sum of $50,000, 
liability of the assured from any cause what- 
soever for loss and/or damage and/or expense, 
if any, to vessels and/or craft and/or their 
cargoes and/or their freight, arising from or 
in connection with the operation of their plant, 
situated Brooklyn, New York Harbor, in- 
cluding dry docks and/or marine railways used 
and operated in connection therewith.” 

The policy also provides: “This insurance 
is also extended to cover, subject to the terms 
of the builders’ risk clauses—as attached, the 
interest of the assured in work on such vessels 
completed or in process of completion.’’ These 
provisions are contained in a rider attached to 
the formal policy. 

The first paragraph of the builders’ risk 
clauses provides: ‘This insurance is also to 
cover all risks, including fire, while under con- 
struction and/or fitting out, including mate- 
rials in buildings, workshops, yards and docks 
of the assured OR 

Plaintiff had contracted to build several 
scows and had agreed to furnish the necessary 
lumbers, and as the work advanced, the owners 
were to make payments in instalments. 

Plaintiff had purchased the material required 
for each vessel, had piled it up in the yard 
where the work was to be done, when the fire 
Some of the timbers had already 
purposes. 


occurred. 
been shaped up for construction 
The total amount destroyed was 674,914 feet, 
of which 19,000 feet was fabricated timber. 

The policy covers loss to vessels “completed 
or in process of completion,” including the 
materials which are to be used upon vessels 
in process of construction. The insurer 
claimed that the vessel was not under 
of construction until some of the timbers were 
joined together in a definite manner and that 
mere fabrication of timber was not construc- 
tion, 


course 


Held, however, that when the work of 


fabrication is begun, in a fair sense, the con- 
struction of the scow is begun and the builder’s 
risk has attached. The policy should be read, 
if possible, to give it a reasonable construction 
and to protect the builder if a loss occurs be- 
fore any of the timbers have been built into the 
structure. The ordinary builder would agree 
that the work of building the boats began as 
soon as the builder started to get the material 
ready. 

Evidence offered by the defendant to show in- 
tention of the parties and custom in the build- 
ing trade was properly excluded. The court 
should construe the policy according to the in- 
tention appearing by words and not leave it to 
the jury to determine on disputed parole evi- 
dence. 

Where the insurer adopts language which is 
ambiguous or obscure, although following the 
language of the application of the insured, “it 
became the author of the ambiguity and the 
ultimate cause of doubt.” The insurer must 
bear the burden of having obscure phrases 
interpreted in favor of the insured. 

Bushey & Sons vs. American Insurance Co. 


(N. ¥. Ct. of App., 237 N. Y. 


FIRE 


Owner of cotton suing on blanket policy 
in gin operator’s name has burden of prov- 
ing coverage. A blanket fire policy issued to 
an operator construed to cover cotton in 
compress, notwithstanding delivery of tick- 
ets to the owner. Owner of cotton can sue 
on gin operator’s blanket policy without 
joining operator with whom the company 
had settled. 

I-vans commenced this suit against the Hart- 
ford Fire Insurance Company on two policies 
in the amount of $20,000, whereby it insured 
one, Jamison, against loss or damage by 
or held by the assured 


fire on 
“cotton in bales owned 
in trust or on commission, or on joint account 
with others or sold but not delivered while 
contained in compress and open yards adjoin- 
ing.” 

Plaintiff was the owner of several bales of 
cotton which were ginned by Jamison and 
stored with the Northwestern Compress Com- 
pany, which is the compress company men- 
tioned in the policy. The compress company 
issued receipts or tickets of which the follow- 
ing is a copy: 

No. 371. W. T. Evans, 
Wichita Falls, Texas, 
February 28, 1920. 

One Bale Cotton. For account J. B. Jamison. 
Will be delivered to the holder thereof on re- 
turn of this receipt and payment of all charges. 
Not responsible for loss or damage, fire, flood 
or other agencies unless caused by the willful 
act or gross negligence of this company. 

It was Jamison’s custom to insure cotton 
owned by him and his customers and to collect 


43 


their proportionate part of the insurance upon 
settlement with these customers. 

A short time prior to fire, the plaintiff called 
on Jamison for the compress tickets and said 
that he now wanted to sell the cotton. Jamison 
delivered the tickets to the plaintiff telling him 
that the insurance did not cover the cotton 
thereafter. The cotton was destroyed by fire 
while the tickets were held by the owner. 
Jamison settled with the insurance company for 
the sum of $17,866.16, but did not include in 
this settlement the seven bales owned by plain- 
tiff. Jamison executed a release to the insur- 
ance company in full satisfaction of all claims 
under the policy. 

Two questions arise upon appeal from judg- 
ment for the plaintiff, upon a verdict by the 
jury. 

First, Was plaintiff's cotton covered by the 
policy at time of fire; and, Second, What was 
the effect of the settlement by Jamison on plain- 
tiff’s rights ? 

The plaintiff claimed that the following clause 
of the policy was sufficient to continue the in- 
surance as to this cotton, notwithstanding the 
delivery of compress tickets to plaintiff : 

It is understood and agreed to be a condi- 
tion of this insurance that only actual payment 
by cash, check or otherwise, together with the 
passing of a written delivery order and a trans- 
fer to purchaser, made on the books to be kept 
for that purpose by the management of the 
compress, warehouse or vard where said cot- 
ton is stored, shall constitute delivery of cot- 
ton purchased from seller to buyer; and it is 
further agreed that tickets, checks or receipts 
for cotton deliverable to bearer shall not be 
full evidence of ownership, but must be veri- 
fied by written delivery order and transfer on 
as hereinbefore provided. 


hooks, 

It did not appear in the evidence, however, 
whether transfer of the cotton.to the plaintiff 
had been made on the books of the compress 
company or not and because of this failure of 
evidence there must be a new trial. The bur- 
den is on the plaintiff to show that his cotton 
was covered by the insurance. If it appears on 
such new trial that the goods were not trans- 
ferred on the books of the compress company, 
the insurance continued in force and plaintiff 
is entitled to recover. If the goods were trans- 
ferred on the books, Jamison had no insurable 
interest and the plaintiff cannot recover. 

\lthough the policy was in Jamison’s 
if the insurance company disregards the rights 
of the beneficial owner, the settlement with 
Jamison was the 


name, 


Jamison will not protect it. 
trustee of the insurance monevs for those bene- 
ficially entitled and if the insurance company 
knows of a breach of duty by this trustee, it is 
liable to the same extent. As Jamison has set- 
tled with the defendant, the plaintiff is the 
owner of the only unsatisfied claim on the pol- 
icy and is entitled to maintain this action. The 
amount of the settlement on the policy leaves 
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Help Wanted 





Actuarial 








JUNIOR ACTUARY WANTED 
Young man or woman who has passed one or 
more examinations of the Actuarial Society 
of America. Opportunity to secure a wide 
and varied experience. Replies confidential. 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 
75 Fulton Street New York City. 





| PAUL L. WOOLSTON 


| 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 














Public Accountant 











HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa. 


Hume Mansur Bldg. 
Hubbell Building 


———— 


Actuarial 
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g ee 
‘JAMES H. WASHBURN, F.A.1.A, 
: CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Int 
Group, Industrial and Special Clan 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITy 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees‘ 
Benefit and Pension Funds 


























Prominent Agents and Brokers 








JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 





mobile-Hartford § National Hartford Casualty Co. 
American Equitable U.S Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
| State Pa. BROKERS’ LINES SOLICITED 





25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 




















JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


F. M. SPEAKMAN, C. P. A. 


CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Publle Accountants 
THE BOURSE PHILADELPHI, 

















Actuarial 






















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. 5. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 
50 BROAD STREET NEW YORK 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 



























MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite!948-949 
DES MOINES, IOWA 





ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Bullding 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 
























Joseph H. Woodward j Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street, New York 


Conservation Specialists 


THE OTIS HANN COMPANY, Inc. 


*“*Life Insurance Service’’ 
10 So. La. Salle St. Chicago, Ill. 
References Covering Past 23 Years 
























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Consulting Engineers 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
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37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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March 6, 1924 


THE SPECTATOR 


Miscellaneous Insurance 








Statisticians 














STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 

















a sufficient amount to cover the loss on plain- 
tiff’s property, which was not included in the 
settlement. 

Reversed and remanded. Hartford Fire In- 
surance Company vs. Evans (Court of Cir. 
App. of Texas), 255 S. W. 487. 


Insured’s agent held authorized to accept 
notice of cancellation and to obtain insur- 
ance in another company. 

The plaintiff employed a licensed insurance 
broker to procure insurance in the amount of 
$1500 on certain described property. By the 
terms of employment, the broker was required 
to select the policy and thereafter to keep the 
property insured for the amount of $1500. This 
broker applied to one, Hambleton, who was the 
agent of the London Assurance Corporation 
and also of the Standard Fire Insurance Com- 
pany of New Jersey for the issuance of a pol- 
icy to the plaintiff. Thereafter, this agent ob- 
tained a policy of insurance for $1500 from 
the London company and forwarded it to the 
insured’s broker. 

Later the London company directed Hamble- 
ton to cancel this policy and he notified the 
broker of the cancellation. The broker im- 
mediately applied to Hambleton for the issu- 
ance of another policy and the policy now in 
suit was issued by the Standard company and 
delivered to the broker through Hambleton. 

The broker attempted to advise the owner 
of the substitution for the London company’s 
Policy, but not finding him at home, failed to 
notify him until after the fire. Meanwhile the 
broker retained possession of the Standard 
policy. 


The plaintiff claimed that there could be no 
cancellation of the London company’s policy 


that 
It was further 


the failure of 
notify the insured personally. 


because of company to 
contended that as there had been no delivery 
of the company’s policy to the plaintiff, per- 
sonally, no binding contract of insurance existed 
between the present parties. 

Held, however, that the broker was employed 
not only to take out the original policy but to 
keep the plaintiff insured to the amount of 
$1500. The broker was empowered by the 
terms of his employment to act upon a notice 
of cancellation substituted 
ance for the insured. The broker's authority 
was not limited to obtaining the first policy of 
insurance issued to the plaintiff. Judgment for 
the plaintiff affirmed. Orkin vs. Standard Fire 
Insurance Company of New Jersey, 122 Atl. 
Rep. 823. 


and obtain insur- 


ALBANY LEGISLATION 
Senate Insurance Committee Yet to Hold 
First Session 

Axpany, N. Y., March 5.—Insurance legis- 
lation continues to move sluggishly in both 
houses. Apart from the introduction of addi- 
tional bills, many of which will never get out- 
committee, but few insurance measures 
made progress the past week. As yet the Sen- 
ate has not acted upon a single insurance bill; 
the Senate insurance committee is yet to hold 
its first business session. 

Nothing has been done to date with pend- 
ing workmen’s compensation measures. <A joint 
hearing before the Senate and House labor 
committees on all bills on this subject is sched- 
uled to take place on Tuesday, March 11. At 
this time consideration also will be given by the 
joint committee to the State Fund bill. 

Additional bills amending the insurance law 
have been introduced, as follows: 

Senator Hastings, permitting group unem- 
ployment insurance, identical with Assembly- 
man Phelps’ bill on the subject. 

Assemblyman A. F. Johnson, amending sec- 
tion 16, by permitting the investment of cap- 
ital of domestic insurance companies in sav- 


side 


ings or income shares of any solvent savings 
and loan associations, incorporated under the 
laws of this State. 

Senator Dunnigan, adding new article, 6-a, 
providing for the organization of the Em- 
ployees Mutual Benefit Association. 

Assemblyman Hutchinson, amending sections 
50, OI, 9I-a, 142 and 143, relative to agents 
and_ brokers. 

Assemblyman Hutchinson, amending sections 
16 and 28, relative to investments of insur- 
ance companies other than life. 

Assemblyman Hutchinson, amending sections 
267, relative to co-operative fire insurance cor- 
porations doing business on the advance pre- 
mium plan. 

Assemblyman Hutchinson, amending section 
262 and 265, relative to co-operative fire insur- 
ance corporations. 

Amendments to the workmen’s compensation 
law have been proposed, as follows: 

Assemblyman Westbrook, amending section 


45 


3, by extending the law to cover any employ- 
ment by the State. 

Assemblyman Hart, amending 
subrogation to 


section 20, 
relative to remedies of em- 
ployees. 

Senator Reiburn, relating to limitation of 
the right to claim compensation. 

Other bills relating to insurance have been 
presented, as follows: 

Senator Straus, adding new sub-division 1-a, 
section 282, highway law, requiring every motor 
vehicle owner to file a policy of the New York 
Motor Vehicle Owners’ Mutual Compensativa 
Association with his application for registra- 
tion. 

Senator Straus, enacting the motor vehicle 
compensation law, as Chapter 88, consolidated 
laws. It provides for compensation for per- 
injuries or death resulting from the 
operation of motor vehicles, and for securing 
payment thereof, and requires motor vehicle 
owners to be insured. A provision also is in- 
cluded for self-insurance. Section 282, high- 
way law, is amended as stated above. 

Senator Schackno, allowing the division of 
the Lawyers Title and Trust Company into two 
corporations, one to be a title guaranty com- 
pany and the other a trust company. 
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PERSONAL ITEMS 











Edward A. Collins, manager of direct adver- 
tising for the National Surety Company, was 
recently presented with a handsome watch by 
the officers and department heads of that or- 
ganization in recognition of the success of his 
efforts as secretary of the committee which 
was responsible for the dinner given a short 
time ago to Chairman Joyce, Vice-Chairman 
Rathbone, President St. John and General 
Counsel Griffin. The presentation was made 
by Assistant Secretary A. C. Millikan in the 
office of Vice-President John L. Mee. In addi- 
tion to his company affiliation, Mr. Collins is 
chairman of the direct-mail advertising de- 
partment of the New York Advertising Club, 
vice-president of the Insurance Advertising 
Conference, a member of the Direct Mail Ad- 
vertising Association, and is one of those 
actively engaged in furthering the aims of the 
Mail Advertising Service Association. 

Thomas W. Blackburn, secretary and coun- 
sel of the American Life Convention, and Mrs. 
Blackburn returned last week from a vacation 
trip along the Spanish Main. They left New 
York, January 22, on the Canadian Pacific 
steamer, “Empress of Britain,” and covered 
Havana, Kingston, Port Antonio, Jamaica, 
Colon, Panama and the Canal Zone, Cartagena, 
Columbia, the Dutch Island of Curacao, La 
Guayra and Caracas, Venezuela, Port of Spain, 
Trinidad Island, Bridgetown on the Island of 
Barbados, Fort de France and St. Pierre on 
the French Island of Martinique, Charlotte 
Amalie on the Island of St. Thomas, one of 
the Virgin Islands, San Juan, Porto Rico and 
Nassau, the capital of the Bahama Islands. At 
Nassau they left the steamer and proceeded 
by another ship to Miami, Fla., where they met 
Charles F. Coffin, vice-president of the State 
Life of Indiana, and attended the famous Sun- 
day School of William Jennings Bryan. They 
came leisurely up the East Coast of Florida 
to Daytona and thence by auto bus across the 
State to Orlando, to Bradentown, and finally 
to St. Petersburg on the West Coast. 





Bele ST Cl oe 


CRIES 5 MCR sree Or 


peTM TELL 


<9 # 


Se eredtnnee aeatatet 


SEE ERLE LL AE as 


Eb se eae) 


Paap share 


7 





Mia 


aR eis Re AS A 


Meanwhile de 















THE SPECTATOR Trade 











THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 


sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 


PUBLISHERS 
135 William Street 


Chicago Office 
New York 


Insurance Exchange 





SHIELD POLICIES | 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 











C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas, 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN 
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Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one pone 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS. Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 























(In Press) 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 

This valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certain phases of 
the art and practice of selling life insurance. 

Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 


Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 
Sound = Progressive = Successful 
Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 











The Third Supplement To The Handy Guide, 1923 


The third Supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1923 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates of 
several prominent companies, thus bringing The Handy Guide fully up to 
date. 
Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s books, at 
35 cents each, while the price to non-subscribers will be 50 cents. The three 
supplements to the 1923 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with three supplements, 
will be furnished for $5.00 for the plain edition and $5.35 for the thumb- 
indexed edition, sent postpaid on receipt of price. Orders should be 
addressed to r 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WiLuiam STREET 
INSURANCE EXCHANGE NEW YORK 




















LIBERTY NATIONAL LIFE INSURANCE CO. 
CAPE GIRARDEAU, MO. 


OLD LINE—LEGAL RESERVE 
PARTICIPATING—NON-PARTICIPATING 
STANDARD—SUB-STANDARD 


NON-FORFEITABLE RENEWAL CONTRACTS 


General Agents Wanted 
In 
Illinois, Missouri and Louisiana 














